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Auto Rate Hearing 
Adjourned in N. Y. 
Pending Revision 


NAUA Will Continue Its Study of 
Revised Rating Formula to Be 
Used in Subsequent Revisions 


REVISION TO BE UPWARD 


Revised Formula Will Include 5% 
Margin for Profit; Term “Per- 
missible Loss Ratio” Out 











Superintendent of Insurance Alfred J. 
Bohlinger announced November 13 that 
the public hearing concerning automo- 
bile physical damage rates for New York 
State, which was started on November 
7, has been adjourned to February 15, 
1952. 

The hearing, which was scheduled to 
resume November 14, was requested by 
the NAUA. It had joined the issues of 
the Department’s disapproval of an April 
2, 1951, rate filing and the Department’s 
order of October 5, 1951, to show cause 
why the rates presently in effect should 
not be revised. 


Will Revise Rates 


The decision to postpone the hearing 
was made at a conference between the 
Insurance Department and counsel for 
the National Automobile Underwriters 
Association. At that conference it was 
also decided that an immediate revision 
of automobile physical damage insurance 
rates throughout New York State will 
be undertaken. 

The new rates will be based upon 
due consideration. of the best available 
statistics for past and prospective ex- 
perience, including a trend factor with 
respect to losses in New York State 
and countrywide. Figures reported in the 
Insurance Expense Exhibits will be used 
with modifications for credibility and 
prospective experience. While an ex- 
pense factor of 42% will be used for the 
purpose of this revision, the expense side 
of the rates will be reviewed when the 
1951 consolidated experience becomes 
available from the Insurance Expense 
Exhibit. 

A factor of 5% will be included in the 
formula as constituting a reasonable 
margin for profit and contingencies for 
this line of insurance. Losses suffered 
in the November, 1950 windstorm will 
be included in the loss experience upon 
a basis determined to be proper with 
respect to catastrophes. 

During the next three months the 
NAUA will continue in an expeditious 
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Give and Have 


One of the lost arts is the writing of epitaphs, a telling medium 
for sermons in stone. In Westminster Abbey there was a famous 
epitaph of Ravenscroft and although the stone has long since gone, 
this inscription is still remembered: 





“What I gave I have. 
What I spent I had. 
What I left I lost by not giving it.” 


This is a thought Ravenscroft did not lose, because in leaving 
it he gave it. All through our careers we gain knowledge from our 
associates. In our business particularly there is a take and give, an 








investment of thought that pays dividends. The secrets of the trade 
learned in the school of experience must be kept in a sort of revolv- 
ing fund, and every sales congress dips into this fund and shares 
the wealth. 


There are many community efforts but no.matter how little 
money or other worldly goods we can contribute there is some- 
thing of ourselves we can give, and, giving, have. 














THE PENN MUTUAL LIFE INSURANCE CO. 
MALCOLM ADAM 


President 
INDEPENDENCE SQUARE, PHILADELPHIA 


i 








New Conference for 
General Agents and 
Managers Explained 


Charles W. Campbell, Its Chair- 
man, Says Group Aims to Raise 
Managers’ Professional Status 





NOT A BARGAINING GROUP 





Lawrence Jackson Joins National 
Association Headquarters Staff 
to Promote New Section 





By CLarENcE AxMAN 


Chicago, Nov. 13—Colonel Charles W. 
Campbell, manager of the Prudential 
Ordinary agency in Newark, N. J., who 
is chairman of the newly formed Gen- 
eral Agents and Managers Conference, 
explained objectives of the conference 
in a talk today before the Agency Man- 
agement Association meeting here. 

This conference, an integral part of 
National Association of Life Under- 
writers, will not be a bargaining organi- 
zation but is formed to make managers 
and general agents do a better job pro- 
fessionally. At NALU the administra- 
tive assistant of the conference will be 
Lawrence Jackson, formerly of the 
Agency Management Association. 

The conference is a direct outgrowth 
of meetings of managers and general 
agents which have been held while they 
were attending the annual convention 
of NALU. Those meetings were all of 
sales type. Vice chairman of the Gen- 
eral Agents and Managers Conference 
is John D. Marsh, Lincoln National, 
Washington, D. C. Secretary is M. L 
Camps, John Hancock Mutual, New 
York. A prominent figure in the or- 
ganization is W. Thomas Craig, Aetna 
Life, Los Angeles. The new conference 
has twelve directors, those from New 
York State being William A. Arnold, 
John Hancock; Halsey D. Josephson, 
Connecticut Mutual, New York; and 
Paul H. Conway, John Hancock, Syra- 
cuse, N. Y. 


Larry Jackson’s Career 


Lawrence W. Jackson has resigned 
from the Life Insurance Agency Man- 
agement Association where he has been 
a company relations consultant working 
in connection with the universities com- 
mittee and is joining the National Asso- 
ciation of Life Underwriters, where 
under Benjamin N. Woodson, CLU, 
managing director of NALU, he will be 
responsible for promotion of the new 
General Agents and Managers Confer- 
ence. 


(Continued on Page 7) 
































































Naturally, names used in this story are fictitious. 


LAIRE BRYANT managed to look 
C quite composed asshe finally walked 
into the reception room. She had stood 
outside for a full minute, studying with 
great satisfaction the name on the door: 
Burton & Bryant, Attorneys-at-Law. 


Suddenly the door at the left swung 
open, and a tall young man with a big 
grin filled the doorway. 


‘Hello, Mom!”’ 


Together they walked into his office 
with its view of the tall buildings, the 
river, and the harbor out beyond. She 
looked and approved, then looked again 
and approved some more. She sat in the 
deep leather chair by the window and 
smiled back at her boy. 


“Jack,” she said, “for years people 
have been warning me not to dote on 
you too much. I took their advice seri- 
ously. I have tried hard not to spoil you. 
But today I’m bound to say I’m proud 
as a peacock of you—and as satisfied 
with myself and with life as I can be!” 


“T’m happy, too, Mom. It was won- 
derful of Mr. Burton to take me in asa 
partner so soon. By the way—I’ve had 
Dad’s big walnut desk moved up here. 
It fits in swell!” 


“T noticed that,”’ said Claire Bryant. 
“I wish he could see you now.” 


The young man grinned that nice, 
slow grin of his. “Just before you came 
in,” he said, “‘I found something in the 
top drawer of the desk.” He pulled a 
fragile, time-yellowed piece of paper 
out of his pocket. ‘“That’s Dad’s writ- 
ing, all right. But what the deuce does 
it mean?” 








































Claire took the piece of paper. Her 
face softened as she looked at it. ‘““Yes 
... it’s his writing. He was always writ- 
ing himself notes in a sort of private 
shorthand he had. Can’t you figure out 
what it means?” 


The young man read the note again: 
“6-7-23—see R. W. re more ins.” 


“Who is R. W.?” he asked. 


“That gives it away,’”’ she smiled. 
*“R. W. is Robert Wilson .. .” 


“You mean the agent who took care 
of Dad’s insurance?” 


“That’s right—he was with the New 
York Life. Notice the date...” 


“‘Six-seven-twenty-three—June sev- 
enth, 1923—why, that’s the day I was 
born!”’ 


His mother smiled. ‘“Your father had 
a thousand plans for you. And being a 
lawyer, he never liked to put things 
off.”’ She looked at the note again. ““You 
see, your father got hold of Robert 
Wilson, whose advice he respected, and 
took out more insurance. That’s why, 
when your father died, everything— 
including your law education—was pro- 
vided for.” 


The grin again relieved the serious 
expression on the young man’s face, “I 
suppose you don’t frame a thing like 
this,” he mused, looking at the piece 
of paper. He dropped it into the top 
drawer of the old walnut desk. “But I 
guess I’]] keep it here handy —to remind 
me how I got off to a wonderful start 
-.. yes, before I even knew it!” 


NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, New York 10, N. Y. 


November 16, 1951 
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AGENCY MANAGEMENT ASSOCIATION MEETING AT CHICAGO 








Home Office Supervision of Field 


Gordon S. Woolsey, London Life; R. R. Davenport, South- 
western Life; and Richard E. Pille, Mutual Benefit Life, 
Tell of Three Company Methods 


Chicago—A picture of how three 
companies supervise their field organiza- 
tions was given in the panel “Home 
Office Supervision” at the Wednesday 
morning session of Agency Manage- 


ment Association’s annual meeting. 
Gordon S. Woolsey, CLU, assistant 
superintendent of agencies, London 


Life, described the supervisory program 
of the Industrial branch of his com- 
pany; R. R. Davenport, CLU, vice 
president and agency director, South- 
western Life, told how his company, a 
branch office company with a concen- 
trated operation, is set up to p Sire tabs 
on its field offices; and Richard E. 
Pille, vice president ‘in charge of agen- 
cies, Mutual Benefit, outlined the super- 
vision methods used in his general 
meeacy company. 

Woolsey said, “Our objective in 
all years has been man building, so 
we have established a definite pattern 
of operations which does these things 
for us: It provides us with an agency 
svtem that lends itself to control with 
a minimum of effort; it reduces the 
need for a large home office supervisory 
staff; this pattern creates unity of 
accomplishment throughout the field, 
and from this unity comes progress. 

“We find that situations arising in 
different parts of the field are much 
alike. Having developed a solution in 
one part of the field, we have found a 
solution to the whole. We have found 
that as problems of agency management 
they can be solved if we stick to 


arise, 
principles. : 
“Our pattern provides the whole 


agency force with the same objectives 
and the same methods for accomplish- 
ing these objectives. Each part of the 
organization is interchangeable and can 
function efficiently in any setting.” 
Mr. Woolsey explained that of eleven 
men in the London Life home office 
agency department, five men devote full 
time to the Industrial branch. No one 
person is in charge of a particular terri- 
tory, but all are concerned with the 
entire field. The head office organiza- 
tion trains the field managers and gives 


guidance and help in recruiting and 
training of agents and the constant 
motivation of the field force. 

“Our agency department functions 
by committee,” he continued, “A gen- 
eral agency department committee 


deals with all matters of interest and 
concern to the field force. Its conclu- 
sions and recommendations are carried 
forward to a combined agency com- 
mittee which has the authority neces- 
Sary to carry out the decisions settled 
upon. We therefore have the advantage 
of an informed top management and 
the advice and support of these execu- 
tives in our field management.” 

Three more committees, Mr. Woolsey 
pointed out, deal with selection of 


agents, agent progress, and agent ter- 
mination; the three work closely with 
managers. 


The company also supervises’ by 
means of written yearly reports from 
managers; weekly progress reports; fre- 
quent visits from the home office; and 


meetings of managers and _ assistant 
managers. 

Mr. Davenport reported that his field 
Organization, concentrated in Texas, 


was divided into eleven managerial dis- 
tricts, with six sales supervisors work- 
ing in two or more territories as needed. 

“Of all the things we do to super- 
vise,” he said, “the care with which we 
select our fieldmen is most important. 
Assuming that we have good managers 
who understand what we want to do 


= 
cedure 


and know how to go about doing it, 
our day-to-day job of supervision re- 
solves itself simply into discovering 
ways and means of being helpful. Our 
organization is geared to do just that.” 


Davenport on Southwestern Procedure 


Mr. Davenport listed 
which help was given. 


the fields in 
Included were: 


,agency administration; group term, sal- 


ary savings and bank service sales; 
training of agents; preparation and dis- 
tribution of sales aids; group perman- 
ent and pension trust sales and estate 
analysis. 

“We do not 
reports,” he declared, 
little of the managers in 
know what they are doing. 
course, require them to send in the 
Aptitude Indexes given and call for 
termination reports on agents cancelled 
or those who have survived six months 
without achieving what was expected 
of them. We have found the last pro- 
helpful as a means of self- 
analysis for the manager and we never 
offer any comment on the reasons given 
for failure of the agent. We also re- 
quire a year-end review of the past 
year’s accomplishments and an outline 
of the objectives for the new year. 

“We constantly seek to get managers 
to assume greater responsibilities in 
the field operations of the company 
and are very sensitive to their recom- 
mendations with reference to any prob- 
lems arising in their territory. It is my 
own belief that one of the greatest 
mistakes made by agency executives is 
in expecting too much of our fieldmen. 
It has seemed to be the thinking of 
the industry that a manager should 
excel in selling, organizing, training, 
recruiting, leadership, executive ability, 
and be a walking encyclopedia on all 
matters pertaining to the specialized 
field of selling. 

“In fact, we have pictured the man- 
ager as a superman, when really we 
know that he is ordinarily just as much 
of a human being as you and I, with 
the same limitations and the same ten- 
dencies toward greater abilities in some 
phases of the job than in others. A 
recognition of the strengths and weak- 
nesses of the manager as a human be- 
ing has led to our development of an 
organization designed to give him help 
in those areas of his work where he 
feels the need for such help. It is in 
no sense designed for the purpose of 
taking away any of his authority or 
with the feeling that it will reduce the 
importance of his job.’ 


Pille on Mutual Benefit Methods 


Mr. Pille said his company, as a 
typical general agency company, “seeks 
satisfactory results, but we do not ques- 
tion methods and techniques beyond 
insisting on good ethics and honesty. 
In theory and in practice, we encourage 
individualism. 

“We make every attempt to have 
each agency develop its own pattern 
of operations, reflecting the philosophy 
and ability of its general agent, because 
we believe this brings maximum results. 
We have to have a great many services 
of all sorts to appeal to men of all 
sorts. For instance, help in more than 
one type and stage ‘of training, in more 
than one method and manner of re- 
cruiting, in more than one type of sell- 
ing, in more than one type of financial 
operation, and so on.” 

Mr. Pille named some of the pro- 


believe in voluminous 
“and require very 
letting us 
We do, of 


cedures used by Mutual Benefit to keep 
(Continued on Page 8) 


President Anderson Sees Sales Force 


As Vital in Functions of Insurance 


The sales force is the vital factor in 
maintaining “the eternal triangle which 
permits a life insurance company to stay 
in business and perform its functions,” 
Olen E. Anderson asserted in his address 
as president of the Agency Management 
Association at the annual meeting in 
Chicago this week. Mr. Anderson is vice 
prepaett of the John Hancock Mutual 
uife. 


“The first side of the triangle is 
loadings,” he explained. “The second 
side is excess interest; and the third 


side savings on mortality. The only justi- 
fication for the existence of our business 
is sales and service. We sell security 
and then, by a continuing service, see 
that it is delivered. When life insurance 
companies, their officers, sales represen- 
tatives and employes cease to accept 
that premise, there will be no further 
justification for maintaining the business 
as private enterprise.’ 
Essentially Sales Organization 

“T predict,” said Mr. Anderson, “that 
life insurance companies whose officers 
know that the functions of their compa- 
nies are sales and service will last longer 
and rise to greater heights than those 
whose officers think they are great 
financial institutions. Some people are 
inclined to forget. all too quickly that 
the institution ‘of life insurance has at- 
tained its great size because each com- 
pany has a sales and service organization 
which puts business on the books—which 
brings in the money—which permits the 
business to continue. 

“In order for a sales and service or- 

ganization to have something to sell and 
to service, a lot of people not necessarily 
connected with the sales department of 
the company must help to create the 
product to be sold. This is true in any 
line of business, and it is especially true 
in life insurance. Not enough credit has 
been given to the actuaries who make 
the calculations necessary to create a 
premium for all types of policies which 
will, in the long run, keep them saleable 
at a competitive level. Not only do they 
help us immeasurably in the calculation 
of premiums, but they are largely re- 
sponsible for the creation of the various 
types of policies to fit the needs of the 
various clients to whom we hope to 
sell, and do sell, life insurance. These 
technical people rarely ever meet the 
insuring public, but they are a tremen- 
dous force for good, backing us up in 
the matter of having a saleable product 
—without them we would have nothing 
but a rule of thumb to go by, and IT am 
sure would wind up disastrously.” 

Discussing loadings, Mr. Anderson 
said that although not enough credit has 
been given to the actuaries for their 
creation of salable*policies, “few people 
will disagree when say that having 
arrived at reasonable loadings, and hence 
the policyholders’ price for our prod- 
uct, there is little the actuaries can do 
to produce additional income from that 
source for the companies. 

“The efforts of our salesmen have a 
simple, yet fasereaching effect on this 
problem. Quite apart from a_ general 
over-all increase in efficiency of opera- 
tion which brings about savings in 
loadings, an increase in volume and pre- 
mium income also will result in savings, 
because it tends to lower the unit costs 
of operation. This has had such a pow- 
erful effect on costs that some compa- 
nies no doubt are maintaining their 
existing unit costs of operation, even in 
the face of the inflation we are now 
experiencing.” 

Excess Interest Now a Memory 

Excess interest, Mr. Anderson contin- 
ued, “if and when it is earned, is the 
direct result of the operation on the 
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financial side of the house. Twenty years 
ago, excess interest was a very impor- 
tant part of our so-called eternal triangle 
and provided funds which alone met 
many of our obligations. 

“Today, excess interest is little more 
than a fond memory and all signs point 
toward that being a continuing condi- 
tion. However, the money which the 
financial side of our business invests is 
brought into the company through the 
sale and conservation of life insurance 
by the sales forces. It is the same story 
as before. If companies need more ex- 
cess interest, and admittedly we can use 
it in the face of rising costs, there must 
be more premium income to invest. Only 


we, of the sales forces, can supply the 
bulk of that income. 
“To me, savings in mortality repre- 


sent our one great hope for providing 
funds to meet adequately the risi 1g costs 
of doing business, and in an important 
way avoid the necessity of substantially 
raising premium rates; and even if rates 
are raised, it does nothing for the busi- 
ness already in force. 

“Today, managers and general agents, 
and to a large extent, agents themselves, 
have a real appreciation of the very close 
relationship between submission of good 
risks and continuing competitive oppor- 
tunity. The really important savings in 
mortality can continue only if the sales 
department really keeps on selling. 

“Furthermore, while savings in mortal- 
ity can continue due to margins already 
provided by our present tables, sales can 
help to keep mortality experience down 
indefinitely by pumping in an_ ever- 
expanding volume of new business—of 
good quality, of course—which will pro- 
duce bigger savings (in relation to 
the assumed expected) than aged busi- 
ness already in force. Need I add that 
all new business we write now and in the 
future, will benefit from naturally im- 
proving mortality throughout the nation. 

“There are the three sides of our 
triangle—no longer equilateral, but a 
right angle triangle in which savings in 
mortality is the hypotenuse—and if I 
haven't forgotten my geometry, in any 
right angle triangle, the square of the 
hypotenuse is equal to the sum of the 
squares of the other two sides.” 

Mr. Anderson’s address, which was a 
departure from the report-type of speech 
usually heard in the presidential address, 
also paid tribute to the headquarters 


(Continued on Page 7) 
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AGENCY MANAGEMENT ASSOCIATION MEETING AT CHICAGO 





Stanton Hale Surveys Agency Outlook 


“World events place upon the life in- 
surance industry three major responsi- 
bilities: to conserve manpower; to pro- 
mote life insurance savings which must 
stay saved; and to provide broader life 
insurance service to groups who need 
this service and can pay for it better 
than in the past,” was the keynote of 
Stanton G. Hale’s address to the Agen- 
cy Management Association annual 
meeting in Chicago this week. Mr. Hale 
is vice president and manager of agen 
cies for Mutual Life of New York. 

Mr. Hale warned that the life insur- 
ance business was not measuring up to 
these responsibilities. Concern'ng mar- 
kets, he emphasized that private life 
insurance is losing out in the contest 
for the people’s dollar. 

“As agency men, what line of attack 
should we take?” he asked. “Should we 
try to change the public’s notion about 
the pronortion of income it will devote 
to security? This is the hardest way to 
tackle the problem, but if we succeed, we 
will at the same time contribute greatly 
to the fight against inflation. Or should 
we attempt to compete with these other 
forms of security—perhaps by making 
our own product more attractive—per- 
haps by reaching the conclusion at which 
many companies have arrived —if you 
can’t lick them, join them! 

“Whatever the answer you reach, as 
far as your life insurance operations are 
concerned, you need a clear picture of 
the kind of people to whom you sell, 
your basic merchandising philosophy, 
and whether or not your product fits 
your markets and approach. 

“Too few of us have paused to size 
up the markets to which we want to 
sell before we plunged into sales plan- 
ning itself. We have neglected the very 
first responsibility of the agency execu- 
tive—to have some clear idea of where 
he’s going and why. Or if we have a 
clear idea, perhaps we haven't carried 
through to be sure our thinking has 
really permeated our managerial and 
field forces.” 





Business Persistence and Manpower 


Taking up the subject of persistent 
business, Mr. Hale said it was a problem 
that was acute during the depression but 
“it hasn’t vanished since—not by a long 
shot. We’ve only put our heads in the 
sand and forgotten about it. 

“Tt’s obvious that we can’t reduce 
lapses merely by selling only to ‘quali- 
tv’ groups which show lower average 
lapse rates. If we did, we would unduly 
restrict our total markets and_ fiv 
in the face of some of the very trends 
I noted earlier. To cite one instance, 
we know that higher income groups are 
a shrinking market in relative economic 
terms. Furthermore, if we concentrate 
on ‘quality’ groups we would deny pro- 
tection to many in the ‘non-quality’ 
groups who need it and would be per- 
sistent. Finally, how can we deny our 
young recruits their natural markets 
among lower income groups where pre- 
mium payments must be adjusted, to the 
rate at which income flows in? We 
must learn to do a better ah job 
on groups where persistency is bad and 
make it better!” 

Mr. Hale said his third major responsi- 
bility, the conserving of manpower, “goes 
directly to the heart of the agency offi- 
cer’s job, his responsibility for building 
a corps of well-trained field underwriters. 
It runs the entire gamut from recruiting 
and selection to compensation, training 
and supervision, and that chance for a 
second look to avoid further costly errors 
which we call ‘postselection.’ 

“To me, our appalling turnover figures 
are a composite indictment of our fail- 
ure to recruit as wisely as possible in 
the first place, and to train, supervise 
and handle our men as effectively as 
possible. They represent a kind of 
strike-out for the industry and for those 
of us who are at bat. And failure to 





done in the meantime. An awful lot of 
general agents and managers throughout 
the United States and Canada have been 
hastily picked and shoved into their 


make the best possible use of manpower 
is very serious when our country is in 
as tight a ball game as it is at present.’ 
Drawing from the title of his address, 
“The Agency Officer Gots Up Into the 
Mountain,” Mr. Hale asserted that the 
agency man must “back down out of the 
mountain to take a closer view of his 
own particular job. Our major area of 
ignorance which cuts across all of the 
problems and may be the single key to 
success or failure is that of ‘what makes 
for a good general agent or manager 
and how do you recruit, postselect and 


Chicago—Charles J. Zimmerman, CLU, 
managing director of the Agency Man- 
agement Association, made his annual 
meeting address a report of the Asso- 
ciation’s activities during the past year, 
a survey of some of its future plans, and 
train to develop topnotch managers?’ an evaluation of its influence in the busi- 
Isn’t this, after all, the immediate re- ness. “Taking a Bearing” was the title 
sponsibility of the agency officer around of his speech given at the first general 
which there’s no detour? uiee Ticnetenp at nie 

“T sometimes think most of our trou- session on uesday a temmoon, I striving 
bles arise because too many agency offi- ber 13. It was the first time Mr. Zim- 
cers try to do the manager’s job for him, merman has addressed the entire mem- 
when they should spend more time get- bership since he became managing direc- 
ting good managers in the first place. nesrhaad: Mw 
You should not climb down into the CN alee at . ard 
actual sales arena. yourself. It is the The very existence of an organization 
manager who must build the agency! such as the A gency Management Associ- 

“There’s a great deal to be found out ation,” he said, “having as its objective 
about managerial selection and ne. that of enabling member companies to 
but while research to get the facts is better serve the public, has a favorable 
being done, some things can certainly be impact on the public. It is the only such 





g In @ series of advertisements outlining advantages enjoyed 
by field underwriters of the Equitable Life of lowa 
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ield associates of the Equitable Life of 
lowa are equipped for success. A direct mail 
system and a constructively developed range of pro- 
motional material provide effective pre-approach 
and prospecting assistance. Selling aids in the form 
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of sales literature and proposal forms are available 
for point of sale use, while many and varied are the 
good-will and prestige-building iterns supplied for 
follow-up purposes. Of major importance among all 
Equitable of lowa sales aids is the KEY TO 
SECURITY service, a comprehensive programming 
plan of amazing effectiveness. 
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jobs with a promise and a prayer. Cer- 
tainly much more can be done to antici- 
pate managerial vacancies and develop 
the right men for them.” 


Zimmerman [ells AMA/’s Function 


organization in existence. But more spe- 
cifically, the Association has a definite 
impact on certain segments of the pub- 
lic. 

“For example, one of these segments 
is in the field of higher education. To- 
day our colleges and universities are 
training men who will be our future 
leaders. Of course, these men and 
women will also be buyers of personal 
life insurance and will have influence in 
the buying of business life insurance. 
Indeed, many of our future agents 
(currently 40%) and most of our future 
managers and home office officials will 
come from our institutions of higher 
learning. 

“The Relations with Universities Com- 
mittee of the Association has done a 
tremendous job with students and teach- 
ers in our colleges.” 

Mr. Zimmerman pointed to the work 
of other committees, such as the Qual- 
ity Business, Advisory Council on Life 
Underwriter Education and Training and 
the Advisory Committee on Agency 
Management Training as further means 
of service to the public and to the field 
forces. 


Publications and Research 


“No recital of our impact on the field 
forces would be complete,” he continued, 
“without mention of our publications 
and of our research findings. 

“It has often been said that most 
new ideas and most pressures for ac- 
tion originate in the field. It is equally 
true, however, that the realization of 
these ideas and their implementation 
overwhelmingly stem from the home 
offices. The Association’s impact on 
home offices comes mainly through our 
conferences and meetings, company 
visits and consultation calls, through 
our research reports and their effective 
use and through other published mate- 
rial.” He also emphasized the Associ- 
ation’s influence on the institution of 
life insurance. 

Part of his talk took the form of a 
“ouided tour” through the headquarters 
building in which he described the work 
of each department. 

“One of our objectives in 1952 and 
the years ahead,” Mr. Zimmerman 
stated, “is to bring you more prompt, 
accurate and frequent information in re- 
gard to trends and developments within 
our business and outside of it. The 
plans, the decisions and the actions of 
the agency department and the agency 
officer can be effective only to the de- 
gree that information is made available 
to him. 

“Thus, he must be aware of the im- 
plications of the trend toward mass 
coverage, the trend toward the sale of 
an increasing volume of term insur- 
ance, the trend toward the sale by life 
insurance men of accident and sickness 
and disability insurance, the trend to- 
ward specialization, the trend toward 
brokerage business, the trend toward 
Aewer sales per agent per year, the trend 
toward branch offices.” 

Mr. Zimmerman mentioned costs prob- 
lems, problems of competition from 
government and other forms of savings, 
problems arising from shifts in the mar- 
ket, problems created by a war economy, 
as subjects the Association plans to 
study more intensively for its member 
companies. 

He concluded, “The true significance 
of the Agency Management Association 
must be measured in the context of the 
strength which life insurance adds to 
our moral and spiritual values and the 
influence which it brings to bear in en- 
abling the individual to be a_ better 
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man. 
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“You know how they hammer home the point 
that young people should lead their own lives— 
with no one to hamper their social activities, 
interfere with the grandchildren or ask for help. 
Believe me, I agree! Plain common sense tells 
Mary and me to remain independent always— 
for our own sake, as well as the kids. What’s 
more, were doing something about it. We're 
giving up a few things as we go along .. . buying 
our future happiness with retirement income 
insurance. With that and Social Security, we'll 
do very nicely, thank you. Yes, a psychiatrist 


would approve of me. More important still, 


I approve of myself!” 


Being a Happiness Merchant is a 
mighty satisfying way of making 
a good living—and a good life. No 
wonder the life insurance sales- 
man is a respected member of his 
community. 
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Wallace Gives Facts on Recruiting 


Chicago—“We have established a new 
over-all recruiting level which we shall 
probably maintain, but have little chance 
to improve for some time,” reported 5. 
Rains Wallace, Jr., director of research 
of the Agency Management Association 
in his annual meeting talk dealing with 
trends in recruiting. Dr. Wallace spoke 
at the Wednesday morning general ses- 
sion. 

“In the second quarter of this year, 
he continued, “U. S. life companies con- 
tracted only 80% as many men as they 
did in the corresponding quarter of 1950. 
In Canada, the drop is not as great, but 
it seems likely that a new level, some 
90% of the former, has been reached.” 

Dr. Wallace said companies were 
aware of this trend and were doing 
something about it. One thing is that 
financing levels for new agents have 
been raised considerably. Also, com- 
panies have reversed the long-term trend 
toward the recruiting of younger men. 
In 1950, the average age of recruits in 
the U.S. was 29. It jumped to 31 in 
the second quarter of 1951. 

“We have entered a period in which 
we must expect to pay more financing 
money to fewer and somewhat older 
recruits,” he asserted. “How are we to 
maintain an effective agency force in 
such times? We can solve this problem 
best if we do it by plan rather than by 
chance or by doing more of the same. 
We must recognize as never before that 
recruiting begins at home—it is internal 
as well as external. 


Taking in Each Other’s Washing 


“At this very moment, you have 
agents in whom you have made consider- 
able investment, who are progressing 
satisfactorily, but who are about to leave 
you. Some of them will go to other 
companies; in fact, you are now tak- 
ing in each other’s washing to so great 
an extent that 25% of all the men re- 
cruited: in the second quarter of this 
year were experienced agents. Others 
will leave the insurance field forever. 
The development of means for keeping 
these successful men should be one of 
your primary concerns. It just doesn’t 
make sense to go through the costly 
and heartbreaking task of recruiting, 
inducting and training an unknown 
quantity when it is possible by increas- 
ing our vigilance and sensitivity to indi- 
vidual needs to salvage the man who 
has already shown that he has what 
we need. For every promising man 
you salvage, your recruiting problem 
drops by at least three men. Do you 
have an Operation Salvage? It could 
be your first step in a planned answer 
to the recruiting problem.” 


The director of research added that 
salvage is not enough. He said that the 
association has recently come to recog- 
nize that the success of a new agent 
may depend on a factor not fully con- 
sidered before: that is, whether the 
agent is contracted by a good, a medi- 
ocre or a poor agency. He reported 
some recent research survey results in 
this area and used graphs to illustrate 
his points. 

“The survival rate for men _ scoring 
‘A’ or ‘B’ on the Aptitude Index is about 
the same for the good and mediocre 
manager,” he pointed out, “but for ‘C,’ 
‘D’ and ‘E’ men, the survival is defi- 
nitely higher in the mediocre agencies. 
The good managers postselect—recog- 
nize their mistakes early and help their 
potential failures out of the business. 
The mediocre managers hang on and 
hope. 

“Again, the ‘good’ managers shine with 
‘A’ men — making 46% of them into 
early ‘successes’ as compared to 25% 
of the mediocre managers’ ‘A’ men. 
Another indication of this is the fact 
that the ‘A’ men who survived under 
the ‘good’ managers averaged $15,500 of 
production a month, while the ‘A’ men 
surviving with medioc re managers aver- 
aged only $10,60( 

“Tf we kept our selection standard up 
and hired 500 ‘A’ men and 250 ‘B’ men 
through our good managers, we could 
expect to have 595 survivors after six 
months. These survivors would produce 
almost $51 million in that time and 300 
of them would each produce at least 
$80,000. If we hired 500 ‘A’ men and 
250 ‘B’ men through our mediocre man- 
agers, we could expect 597 survivors. 
But, instead of $51 million of production, 
we could expect only $34 million. And, 
instead of ending the six months with 
300 promising men, we would have only 
153—a difference of almost two to one.” 


Need to Classify Managers 


Companies must classify their man- 
agers into groups of this type and de- 
velop a recruiting plan for each group, 
Dr. Wallace believes. They should con- 
centrate their recruiting help on the 
agencies which demonstrate that they 
know what to do to make recruits suc- 
ceed. 

“In the doubtful agencies,” he con- 
tinued, “our plan must be based on lead- 
ing the managers to a more conscien- 
tious use of the methods that character- 
ize the man-building agencies. Man- 
agers whose ability is doubtful must be 
made to approach their problem more 
realistically. They must start with bet- 
ter recruits than the good managers— 
not worse ones. ‘A’ men are desirable for 
any agency, but they are even more 
important at the doubtful level. We 
must convince the manager of doubtful 
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Agency Manager for Syracuse 


We have an opening for the right man as Manager of our Branch Office 
at Syracuse, N. Y. The man we are looking for must have experience as a 
personal producer, as well as supervisory experience in recruiting, training and 


We write a complete line of Life, Accident & Sickness, Hospital and Group 
There is now a very substantial amount of business in force, as well 


Salary and Commissions, plus employee benefits. 


Written applications should include age, marital status, education, insurance 
experience, production record and present income. 
held in confidence, should be directed to: 


MORGAN O. DOOLITTLE, President 
Empire State Mutual Life Insurance Co. 
Jamestown, New York 
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ability that the time he spends in find- 
ing and contracting an ‘A’ man is better 
spent than the time invested in trying 
to. bring the ‘B’ or ‘C’ man through. 
“And we must make him realize that 
the key factor is the proper investment 
of his time in the right men. If he 
wastes his precious training and su- 
pervisory time on men whose early per- 


formance shows them to be almost in- 
evitable failures, he can only fail—fail 
himself and fail the promising men who 
deserve his best. For the doubtful man- 
ager whose training and supervision are 
relatively inefficient, postselection is 
neither a long - haired nor ruthless no- 
tion. It is an economic and ethical 
necessity.” 


Cleeton Urges Compensation Change 


An eight-point platform of National 
Association of Life Underwriters was 
presented by Charles E. Cleeton, Jr., 
recently elected president of NALU in 
his address to the Agency Management 
Association’s annual meeting in Chicago 
this week. Mr. Cleeton, who is general 
agent for Occidental Life of California 
in Los Angeles, called his talk “How 
Far to Utopia?” “It won't be Utopia,” 
he declared, “until the representatives of 
companies doing business in the great 
State of New York have a better break 
on compensation than is possible under 
the worn-out and obsolete and authori- 
tarian statute which applies today. 

“This doesn’t mean that we want the 
lid blown off,” he said. “This doesn’t 
mean that we think it takes ninety and 
nineteen nines to compensate an agent 
adequately. What we do think would be 
sound, equitable, and helpful to com- 
pany, agency head, policyholder and in- 
dividual underwriter alike, is on the rec- 
ord and is well known to all of you, for 
it is incorporated in the bill which NALU 
introduced before the New York State 
Legislature on February 20. 

“We think it won’t be Utopia until 
the New York State law is so modified 
that a company operating in that state 
can, if it desires, give its field representa- 
tive a modest increase in his basic rate 
of compensation, enjoy a little more el- 
bow room than it now has under the law 
to help the new man get underway in 
his life insurance career and have an 
opportunity to make a contribution to 
agent’s pension and welfare benefits 
without in effect taking such contribu- 
tions out of his commission scale.” 


Make Licensing Uniform 


Another point in Mr. Cleeton’s pro- 
gram is “a high and reasonably uniform 
standard of underwriter licensing by the 
several states. We believe that the li- 
cense issued by the state, authorizing 
an individual to engage in the business 
of life underwriting, should be a license 
in the proper sense of the word and not 
merely a tax receipt; we believe that it 
should be qualified for under reasonable 
standards, reasonably uniform in the 
several states; we believe this is good 
for policyholder and agent, for agency 
head and company. We believe it is con- 
trary to the good of all of us when either 
law, or the practice of some companies, 
however few, serve to allow solicitation 
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Exceptional Consideration for Overweights 


by new agents who have not been given 
even fundamental training before being 
sent into the field to serve the public, 
We should remember that when we give 
a man a contract, we not only appoint 
him as an agent, but we also appoint 
him as a goodwill ambassador for the 
entire institution of life insurance.” 

Mr. Cleeton spoke out, too, against 
Government in business, saying NALU 
believes “that the men who serve in the 
military forces of this country are en- 
titled to an equitable amount of gratui- 
tous indemnity. And we uphold the 
principles of gratuitous indemnity as 
strongly as we oppose any return to 
the operation of what is in effect life 
insurance run by the Government, 
whether under the name of National 
Service Life Insurance or in such guise 
as that of the proposed serviceman’s 
benefits, financed or purportedly so by 
contributions made by the individual.” 

Other NALU stands, as reported by 
President Cleeton, are against the ex- 
pansion of Social Security beyond the 
point of subsistence levels and against 
part-time agents in the business. He 
also warned against “the distortion of 
the recognized principles of Group in- 
surance,” saying, “NALU has no quarrel 
with what has been called ‘mass selling’ 
as such. But, obviously, NALU believes 
in the distribution of sound life insur- 
ance by sound and competent individual 
life underwriters, whose counsel and 
service constitute a major benefit to the 
buyer, individually and collectively.” He 
also urged membership in the National 
Association. 

“It won’t be Utopia,” Mr. Cleeton 
continued, “until our companies have a 
better understanding of the fact that the 
man in the field is as vitally interested 
in the success of the company as is any- 
one at the home office. There is no divi- 
sion of responsibility—we all must share 
it—but many times a complete division 
of understanding exists due largely to a 
difference in emotional reaction. 

“Salesmen are emotional optimists, or 
they couldn’t sell. Keep us that way, but 
help us by understanding and guidance 
to be good businessmen also. But— 


recognizing us as emotional optimists, 
remember also that we still have the feel 
of the public pulse, and that :nany times 
confidence displayed in us by taking our 
pulse is the surest and quickest way to 
take the pulse of the public.” 
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New Conference Setup 


(Continued from Page 1) 


Mr. Jackson, a four-letter man in 
athletics at Tarkio College, Missouri, 
studied for two years at Pittsburgh 
Theological Seminary but decided on 





LAWRENCE W. JACKSON 


insurance aS a career going with State 
Mutual in Pittsburgh, For three years 
he was a Red Cross field director in 
the Pacific Theatre with the 77th In- 
fantry. He then was for three years a 
field director for Pennsylvania Associa- 
tion of Life Underwriters going from 
there to the Agency Management Asso- 
ciation in January, 1950. 


Metropolitan in Arizona 


Governor Howard Pyle and other state 
and local officials joined with repre- 
sentatives of the Phoenix business and 
financial community recently in welcom- 
ing the Metropolitan Life to Arizona, 
The occasion was the inauguration of the 
company’s insurance services in Arizona 
through the establishment of its Phoenix 
district office, Metropolitan’s first in that 
state. The Phoenix district organization 
will be in charge of Virgil R. Miller, 
formerly a field training supervisor for 
the company in the Pacific northwest 
region. Associated with him as assistant 
manager will be Roy E. Phillips, former- 
ly with the company’s Sacramento dis- 
trict office. 

Henry FE. North, vice president in 
charge of Metropolitan’s Pacific Coast 
head office in San Francisco, headed a 
delegation of company officials present 
for the establishment of the district of- 
fice the operations of which will be 
under Mr. North’s supervision, 


North American Director 

North American Life has announced 
that Courtland Elliott, C. B. E., has been 
elected to the board of directors. 

Mr. Elliott was graduated from 
Queen’s University in economics and 
political science. After extensive post- 
graduate work, he became attached to 
the Division of Research and Statistics 
of the United States Federal Reserve 
Banking System. He returned to Can- 
ada to become professor of economics 
at the University of Saskatchewan. Later 
he became associated with the invest- 
ment banking firm of A. E. Ames and 
Company, Limited, in Toronto. He re- 
signed as director ‘and economist of that 
company in 1949, and now runs his own 
business, as an investment and_ finan- 
cial consultant. 

Mr. Elliott is honorary treasurer of 
the Toronto Board of Trade, an execu- 
tive member of the Canadian Chamber 
of Commerce, and vice president of the 
Citizens’ Research Institute of Canada. 


Hancock Course for Agents 

Twenty-five members of general agen- 
cies of the John Hancock successfully 
completed an_ intensive intermediate 
course in fundamentals of life under- 
writing at the John Hancock home office 
in Boston today, November 16. Agents 
at the two-week course studied such 
fields as the integration of social se- 
curity and life insurance, pensions for 
veterans’ dependents, settlement options 
and self-organization. 

This is the third school of this type 
sponsored by the general agency depart- 
ment of the John Hancock 

Instructors for the course, which was 
held from November 5 through Novem- 
ber 16, were James M. Smith, Charles 
W. Hoover and E. Wayne Wood, agen- 
cy assistants. 


Pacific Mutual Increases 

Upward production trends have been 
maintained by the field force of Pacific 
Mutual Life during October, with sub- 
stantial gains in both amount and num- 
ber of applications as compared with 
the same month last year. 

Increases were recorded in commer- 
cial accident and health sales as well 
is in life insurance. 


R. J. Sims Made Manager 


Agency Vice President James H. 
Cowles, Provident Mutual Life, Philadel- 
phia, has announced the appointment of 
Robert J. Sims as manager of the home 
office supervisory unit. Mr. Sims be- 
came associated with the company in 
1947, and has been unusually successful 
in sales and supervisory work. In his 
present capacity, Mr. Sims will be re- 
sponsible for the selection and training 
of new men as part of the company’s 
development program. 


Heads Quebec City Branch 


Manufacturers Life announces the ap- 
pointment of L. Phillipe Perinet as 
branch manager of its Quebec City 
branch. Mr. Perinet succeeds Andre 
Chaumette, who is relinquishing his 
managerial duties in order to return to 
personal production. 

Mr. Perinet began his life underwrit- 
ing career in the Quebec branch of the 
Manufacturers Life in 1937, after eight 
years office experience in the branch. 
For twelve consecutive years he has 
qualified for membership in the Manu- 
facturers Life’s Production Clubs. 
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(0. E. Anderson Talk 


(Continued from Page 3) 


staff of the Association, especially to the 
late John Marshall Holcombe, Jr. and 
his successor as Managing Director, 
Charles J. Zimmerman. 

In conclusion he said: “In spite of all 
the confusion which now exists in our 
economy, the weight of the evidence in- 
dicates that the trend is definitely up- 
ward in incomes, production, and general 
business activity. Of most importance to 
us is the accepted opinion that spend- 
able income will continue to rise also. 
Here is the opportunity and now is the 
time for you and me to spread optimism 
and enthusiasm over our entire sales 
force.” 
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only $21.80 a month after that. 


your prospects can afford it now. 
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is just as good a buy at other ages too. It’s 
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The above facts are based on an actual case, 
but of course true identities are not given. 
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Prudential Security Plans Sell Because They Serve 





s, “I thought $10,000 of life insurance was out of the question 
for me. I was sti getting started in the roofing business.” 


But Jack’s Prudential man told him about the “Modified 5” plan. He showed 
Jack that, during the first five years, his premiums would be 50% less than in 
later years—that even the higher 6th year premium would be less than the 
rate for most participating Whole Life policies at the attained age. At age 28 
this valuable protection costs Jack $10.90 a month during the first five years— 
Dividends will reduce these costs further. 


easy to sell because 


A mutual life insurance company 
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Weidenborner Surveys Recruiting 


Trend Toward Increased Financing of New Agents; Those 
Contracted in 30-40 Age Group Most Successful; 
Propose Rating Managers 


Chicago—With recruiting off 20% dur- 
ing the first six months compared to 
1950 and turnover of agents 50% the 
first year, these matters got some spe- 
cial attention at the annual meeting of 
Agency Management Association here 
this week. Frank F. Weidenborner, 
agency vice president of Guardian Life 
of America, surveyed the whole subject 
talk based on the latest association 


ina 
data showing a trend toward more 
financing of agents and that better 


results are being had with men in the 


30-40 age range than those under 30. 
Also managers having a rating of 
“good” show a better successful agents 
survival ratio: than managers’ rated 
“doubtful” or “poor.” 

“My observation is not that a salary 
contract is the answer,” said Mr. Wei- 


denborner, “but I believe we can con- 
clude that if we want good hiring and 
survival ratios, perhaps we should direct 
our hiring programs so that they call 
for selecting men, at least for the pres- 
ent, preferably in the 30-40 age group, 
and be ready to finance them at levels 
higher than we have been accustomed 
to in the past. In this connection, we 
must keep in mind the current popu- 
larity of Term insurance with its low 
commission value, and equally low con- 
tribution to the expense earnings of the 
agency manager. All this calls for care- 
ful selection—both early and post-induc- 
tion—and better training. 


Rating of Managers 


“When we (Guardian Life) began our 
salary program in 1945, we told our 
managers that production from new 
men would have to increase from the 
then average of $100,000 to $200,000. 
Some gasped and have never gotten 
over the shock—others went ahead, be- 
lieved it was necessary, and did the job. 
Now we are emphasizing that first year 
production must average $250,000. — 

“Perhaps we home office people can 
devise a rating system that will classify 
our manager rs — Good, Fair, Poor —on 
hiring and training. Perhaps if we do, 
we will permit ‘good’ managers to hire 
A and B men; the ‘fair’ and ‘poor’ 
managers to hire only A men. 


Four Types of Situations 


“T think we are confronted with four 
types of situations. The lines between 
them are not so clear cut as they may 
appear when you set them up in out- 
line form. 

“1. We have some managers who have 
no intention, serious intention that is, 
of meeting their manpower problemi, 
either in amount of recruiting or in 
reduction of turnover. They may be of 
advanced physical or mental age, or 
preoccupied with personal production, 
outside interests, or under a_ general 
agency contract and liquidating their 
equities. Clearly, we will not solve our 
manpower problems through them in 
their present frame of mind. But they 


are in the minority. 

“2. We have those who lack knowl- 
edge of how to proceed. They have 
every intention of meeting the obliga- 


tions of their position as manager, but 
they are either new in their jobs or 
the methods they have used have not 
been productive. 

“3. We have some who do good re- 
cruiting and good selecting, but fail to 
meet their manpower problems because 
of other deficiencies as managers—per- 


haps in training, often in supervision. 
Sometimes, they simply do not wear 
well with their men. 


“4. We all have some men who, in 


proverbial farmer, 
they know how 
need supervision 
track. 

common de- 


the words of the 
don’t farm as well as 
to farm. These men 
to keep them on the 

“If there is any one 
nominator on which we “may rely to 
meet the needs of our field managers, 
it is in some form of adequate manage- 
ment training. This must, I believe, “be 
on all phases of management, for if we 
train on selection alone, for example, 
we are clearly asking for trouble from 
those whose turnover is caused by 
failure in the later phases of managing 
men. 

“For good management 
must have — 

“1, A good text—for we certainly 
found that to be true in_ training 
agents. This text should state each 
problem, cover the fundamental reason- 
ing which applies to its solution, in- 
clude methods found to be effective, 
and explain why. 

“2. A clearly defined company policy 
on manpower—that would give a new 
sense of direction to our own thinking, 
as well as to that of our managers. 

“3. Good personal teaching. 

“4. Incentives to action—prompted and 
supervised by immediate superiors. This 
could be called the ‘follow through’ 
from the home office. 

“5. A complete kit of tools.” 


training, we 


Field Supervision 


(Continued from Page 3) 


in touch with what is happening in 
their general agencies. He mentioned 
informal letters of report; yearly plan 
books; statistical surveys; agency visits; 
department meetings. He continued, 

‘There is nothing new in any of these 
tools of supervision. They are basic 
and routine and through them we seek 
the information we have to have if we 
are to do the other part of our super- 
vision job—actually help the general 
agent through proper advice or action. 

“Alone, these tools would do very 
little good in a general agency company 
without an agency department. stalf 
fully qualified to use them and able to 
influence the general agents through 
their use. 

“We have tried to organize our agen- 
cy department so that we have real 
specialists, real experts in each of the 
major areas of agency management. 
Men who can actually go out into the 


agencies, give practical advice, and, 
where necessary and wanted, actually 
do the job with or for the general 
agent. 


He described the six functional divi- 
sions of his agency department: agency 
management training; agent 
sales services; field personnel, 
and- explained that 


finance; 
training; 


and office services; 
the department is also divided into 
regional responsibility. 

Mr. Pille concluded, “We are trying 


just as hard as you are to do a good 
job on agency supervision. We know 
that all the mechanics of supervision 
should be used, and used effectively. 
We know we will do no better than 
the ability of our staff. We know that 
no organization chart is anything more 
than a blueprint for action. We know 
that we will constantly have to change 
our fixed organization pattern to fit 
available personnel. We know we'll 
stray from time to time from our orig- 
inal path, but to date we feel that the 
cornerstone of our agency supervision 
is our department organization. It does 





Eugene Thore Gives Developments 
In Wage and Salary Board Situation 


13—Eugene M. Thore, 
the Life Insurance 
Association of America, told the AMA 
convention here today of Federal devel- 


Chicago, Nov. 


general counsel of 


opments of interest to agency execu- 
tives. He discussed present status of 
life agents and pension plans, Social 


Security taxes and renewal commissions, 
welfare and pension benefits under the 
Wage Stabilization program and com- 
mission compensation under wage and 
salary stabilization. Discussing the last 
topic he said in part: 

“Interpretative Bulletin No. 4 issued 
by the Wage Stabilization Board makes 
it clear that the commission rate pay- 
able to salesmen cannot be increased 
without advance approval of the board. 
It is now fairly settled that employes 
of life companies are not exempt from 
wage control although it is clear that 
the price controls do not apply to in- 
surance rates. A six-man tripartite 
panel of the Wage Stabilization Board 
could not agree as to whether employes 
of industries exempt from price con- 
trols should be exempt from wage con- 
trols. No decision on this point is an- 
ticipated within the near future. It is 
present official position of Salary Sta- 
bilization Board that employes of ex- 
empt industries are subject to wage and 


salary stabilization. This board is com- 
posed of public members and has juris- 
diction over outside salesmen, except 
outside salesmen represented by recog- 
nized labor organizations. The latter 
group is subject to the jurisdiction of 
the Wage Stabilization Board, presum- 
ably because that board includes repre- 
sentatives of organized labor and _in- 
dustry. 


Arguments Before Panel 


“On September 2 the Wage Board ap- 
pointed a panel to study the application 
of wage stabilization objectives to com- 
mission earnings. Three witnesses ap- 
peared before the panel and made state- 
ments with respect to life insurance 
agents. Nola Patterson in behalf of the 
Insurance and Allied Workers Organi- 
zation Committee of CIO, stated that 
there is urgent need for the board to 
permit increases in the case of life in- 
surance agents paid by commission. She 
argued that such agents and all insur- 
ance employes should be exempt from 
wage and salary controls but that as- 
suming that such controls are applied 
a Being insurance panel should be 

eated to deal with requests from in- 
pea In this connection she pointed 
out that only persons familiar with life 
insurance business could act  intelli- 
(Continued on Page 21) 





See Laflin Jones’ Play 
Chicago, Nov. 14—A dramatization of 
life insurance at work written by Laflin 
C. Jones, director of insurance service 
research for Northwestern Mutual, was 
presented to AMA convention today. 


Speicher Not to Retire 
Chicago, Nov. 14—Paul Speicher, 
president of Insurance R & R Service, 
who spoke before AMA yesterday de- 
nied a rumor that he is to retire from 
the speaking arena. 


Largest AMA Convention; 


First Under Zimmerman 
Chicago, Nov. 13—When President 
Olen E. Anderson of AMA called the 
annual meeting to order he was pre- 
siding over the largest convention in 
the history of the organization. At- 
tendance is 700. It is the first annual 
AMA convention held since Charles J. 
Zimmerman was made managing di- 
rector succeeding John Marshall Hol- 
combe. 


Curry Tells Agency’s Growth 

Chicago, Nov. 14—Forrest J. Curry, 
general agent for Penn Mutual in San 
Francisco, has done such a fine recruit- 
ing job that he was put on the program 


of AMA today to tell how his agency, 
which did $2,000,000 a decade ago, will 
approximate $20,000,000 this year. In 
1950 with 40 men they averaged $375,000 
apiece. This year with 60 men their 
average will be $325,000. In brief he 
said: 

“Operating a general agency is a pro- 


cedure and not a problem. It only be- 
comes a problem when it ceases to be 
a procedure.” 





more for us in our system of general 
agency operation than anything else we 
have been able to devise and if we stray 
from that pattern, I hope we shall have 


the sense to return to it.’ 


Marketing Forum Speakers 
Chicago, Nov. 14—A forum on insur- 
ance marketing as currently seen had 
as participants Lewis W. S. Chapman, 
Richard C. Guest, John G. Parker, 
Stuart F. Smith, Travis T. Wallace and 
3enjamin N. Woodson. 





Tomlinson Dinner Speaker 

Chicago, Nov. 14—At Combination 
Companies dinner Wednesday night the 
speaker was Russell C. Tomlinson, New 
England Mutual, Chicago, his subject 
being “Developing a Living Philosophy 
in a Changing World.” 





Tributes Paid to Holcombe; 
His Portrait Is Presented 


Chicago, Nov. 13—At luicheon of 
Agency Management Association today 
tributes were paid to the memory of 
the late John Marshall Holcombe, whose 
leadership did so much in helping build 
the association to its present member- 
ship of 220 and the great prestige it 
has in the production field of life insur- 
ance. At the end of the ceremonies a 
portrait of Mr. Holcombe by Artist 
Raymond Nelson was accepted by 
Charles J. Zimmerman, managing di- 
rector, for the board of directors of 


AMA. It will hang in AMA’s new 
building in Hartford. Oliver Thurman, 
former Mutual Benefit Life superin- 


tendent of agencies and the first chair- 
man of the old Life Insurance Sales 
Research Bureau, made an_ address 
telling what Mr. Holcombe had done in 
the early stage of the Bureau’s career 
and tracing through to its merger with 
the Life Agency Officers under its pres- 
ent title of AMA. Sam E. Miles, vice 
president of Provident Life & Accident, 
immediate past president of AMA and 
chairman of the 30th anniversary com- 
mittee, also paid tribute to Holcombe’s 
memory. 
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Do you have prospects who would like to buy Retirement insurance 
but who cannot afford it? 


Do you know that many of the lower premium forms of Travelers Life 
insurance issued today provide elective income benefits for the insured at 
d age 65? That those same policies are ideal for the man whose primary 
concern is protection for his family during the early policy years? 


For example, you can offer a 30-year old prospect $10,000 Life insurance 
with premiums paid up at age 65 for a monthly premium of $19.00. The 
same policy will provide for the insured an elective Life income option of 
$39.70 monthly at age 65. 


Next time a prospect tells you he can’t afford to think about Retire- 


= 2 SS DO SS le 


ment insurance, teil him about the guaranteed income options available 
with many of The Travelers forms of Life insurance. 


And don’t forget to point out how a monthly life income plus 
Social Security, can make the difference between a comfortable 
retirement and a mere existence after age 65. 


For more information on Retirement plans to fit almost any client’s 
needs, consult the nearest Travelers Life office, or write 


The Travelers INSURANCE COMPANY 


HARTFORD, CONNECTICUT 
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Long Island Gen’! Agent 
For Penn Mutual Life 


IRVIN A. DAVIES 


Penn Mutual Life is establishing a 
new general agency for Long Island, 
New York, and has appointed Irvin A. 
Davies as general agent. Headquarters 
will be at 5 Center Street in Hempstead, 
and will provide greater facilities for 
improved service to local policyholders. 

Irvin A. Davies is a native of Brook- 
lyn. He attended New York University 
and entered business in real estate man- 
agement, sales and appraisals with three 
companies a total of 15 years—with the 
New York Title and Mortgage Company, 
the Bond and Mortgage Corporation 
and the Prudential Insurance Co. 

He joined Penn Mutual in 1944 and 
for the past several years has served 
as district manager. On Long Island he 
has been active in community and civic 
affairs. He is a Sector Commander in 
the Civil Defense for the town of 
Rosedale. He is a member of the Rose- 
dale Civic Association, the Long Island 
Association, the Queens County Grand 
Jurors Association, a member of the 
Parent Teachers Association of Andrew 
Jackson High School and the Brooklyn 
and Long Island Church Society. He 
is a member of the American Society of 
Safety Engineers and the Life Under- 
writers Association of New York City, 
Long Island Branch. 


W. V. Herbert Marks 50th 
Year With New York Life 


William V. Herbert, deputy chief actu- 
ary of New York Life, celebrated his 
50th anniversary with that organization 
this week. In a brief ceremony held 
in Mr. Herbert’s office he was presented 
with New York Life’s Fiftieth Year 
Gold Medal by President Devereux C. 
Josephs. 

Mr. Herbert began his business ca- 
reer in 1901 when, at the age of 16, he 
joined New York Life as a messenger. 
He was transferred to the company’s 
actuarial department the following year 
and rose rapidly to the position of as- 
sistant to the head of the valuation divi- 
sion. In 1927 he was named superin- 
tendent of the actuarial department. 

Mr. Herbert became an assistant actu- 
ary of New York Life in 1929 and in 
1937 was named to the position of actu- 
ary. In 1948 he was Bier deputy 
chief actuary, the position he holds 
at the present time. 

During his career with the company 
Mr. Herbert has played an important 
role in connection with the drafting 
and revising of various sections of the 
New York Insurance Law. He is well- 
known throughout the insurance indus- 
try for his outstanding work in the 
actuarial field. 











You'd laugh at a grocer 
who sold Bread 


but not BUTTER! 





Yet how is this mythical grocer different from the Insurance 
Broker who sells general insurance—but turns his back on 
life insurance? 


GUARDIAN provides you with a whole kit of attractive 


protection plans—with features your clients need and want. 
For example: 


NON-CANCELLABLE DISABILITY INCOME PROTECTION 


paying $10 per month per $1000 to age 65—with full ma- 
turity as an endowment at age 65. 


GUARDIAN’S unique disability income provision is also 
available with its 


LOW-PREMIUM TERM POLICIES 
(5, 10, 15, 20 Year and Term to 70) 
Find out more about the friendly assistance GUARDIAN 


offers to general insurance brokers. Call or write to your 
nearest GUARDIAN Office. 


GUARDIAN 
Ye Lhsurance Company 


‘OF AMERICA 


FIFTY UNION SQUARE aw. FOoQqn 3.8. 











Portland, Me., General Agent 
Mass. Protective, Paul Revere 










ROBERT T. GORRIE 


Robert T. Gorrie has been named 
general agent for Massachusetts Protec- 
tive Association, and Paul Revere Life 
at Portland, Me. He succeeds Earle W. 
Albee who has resigned to devote his 
full time to personal production. 

A Maine native, Gorrie had been as- 
sistant director of agencies of the Union 
Mutual. Prior to his home office as- 
signment he had been a leading producer 
for the home office agency of the Maine 
company. Mr. Gorrie attended North- 
eastern University and graduated from 
Babson Institute. During World War 
II, he served for four years as a 
special agent in military intelligence. 
He is active in the Life Underwriters 
Association of Southern Maine. 


Prudential—AFL Resume 
Contract Negotiations 


Negotiations between The Prudential 
and the Insurance Agents’ International 
Union (AFL) on a new contract cover- 
ing some 15,000 of its district agents in 
35 states and the District of Columbia 
were resumed November 15 in New 
York. The union had terminated the 
existing contract effective December 1. 

Agreement to resume the talks, which 
the union broke off October 19, came 
after conferences among representa- 
tives of the union, the company and the 
Federal Mediation and Conciliation 
Service. : 

During earlier negotiations, the union 
had demanded compensation increases 
approximating $37,000,000 per year for 
the affected agents. This would average 
an increase of about $45 per week for 
each agent. 

The Prudential offered higher com- 
mission rates on certain policies and 
offered to change the retirement plan 
to a non-contributory basis retroactive 
to January 1, 1951. These proposals 
would mean to the average agent $7.38 
per week and a $150 lump sum refund 
of this year’s retirement plan contribu- 
tions. 

The company pointed out that its dis- 
trict agents are among the best com- 
pensated in the industry. The average 
agent receives $110.70 weekly in cash 
earnings and company-paid welfare 
benefits. Some earn. $10,000 or more 
annually. 


APPOINT PAUL E. LEMAY 
New York Life has appointed Paul E. 
LeMay district supervisor at Montreal 
and T. J. Physick to the same post in 
Vancouver. 
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See Home Life 


for your next group proposal if you are a broker or 
a field underwriter with a non-group-writing company. 


Learn 


about our 


e methods for helping employees understand and appre- 
ciate the value of their group insurance 


© prompt claim service 


© ability to handle your case with you on an individual 
basis. Your case is as important to us as it is to you. 


Benefit 


by meeting your clients’ needs for 


GROUP: DEPENDENT HOSPITAL EXPENSE 
LIFE SURGICAL EXPENSE 

yg i ool Alara AND DEPENDENT SURGICAL EXPENSE 
ACCIDENT AND SICKNESS MEDICAL EXPENSE 

HOSPITAL EXPENSE DEPENDENT MEDICAL EXPENSE 








HOME LIFE 


INSURANCE COMPANY 


New York 


William J. Cameron 
William P. Worthington President Hugh C. Montgomery 


Executive Vice President Manager of Group Sales 
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Field Force Honors McLain 
With $20 Million Business 





Guardian Life’s Agency Vice President 


Frank F. Weidenborner (right) pre- 

senting the campaign results to Presi- 

dent James A McLain in whose honor 

the Guardian field force submitted more 

than $20,0C0,000 of new business in 
October. 


The field force of the Guardian Life 
of America honored President James A 
McLain with a quota-breaking amount 
of submitted business in a month-long 
campaign ending November 1. 

The total volume of business written 
exceeded $20,000,000, representing 109% 
of the quota set, with 34 agencies bet- 
tering their individual quotas. The 
George B. Walton Agency, Philadel- 
phia, had a mark of 223.8% to take first 
place; the William J. Reilly Agency, 
Cleveland, was second with 198% of 
its quota, and the Thomas G. Herbert 
Agency, Denver, achieved 190.9% to 
finish third. 

Individual went to 


honors in volume 


Manager Julius M. Eisendrath, New 
York City; Sidney M. Gershon, At- 
lanta, was second, and Sam _ Baum, 


Denver, took third place. In number of 
lives submitted, Joseph P. Sherman, 
Cleveland, took first place, closely fol- 
lowed by Elmer J. Ellis, Evansville. 
Albert Durner of the James Elton Bragg 
Agency, New York, was third. 


MADE ASSISTANT MANAGER 

F. D. Shepherd, manager of the re- 
cently established Richmond agency of 
Union Central Life, has appointed Day- 
ton D. Hulbert as assistant manager. 
Mr. Hulbert joined the staff of the 
agency in March of this year as a spe- 
cial representative. 


DISTRICT MANAGER 
J. E. Yeo has been named Confedera- 
tion Life district manager at Owen 
Sound, Ont., following S. D. Hindle’s 
transfer to Saint John as divisional 
manager. 


TORONTO ASSISTANT MANAGER 


Gordon L. Joedicke, of Toronto, has 
been named assistant manager of the 
Toronto agency of the Mutual Life of 


New York. 


Mutual Benefit Reports 
Record October Campaign 


The biggest month of submitted busi- 
ness in its history—over $54,600,000—was 
written by the 72 agencies of Mutual 
Benefit Life, Newark, during October in 
the company’s annual sales-motivating 
contest, The Duel. This total was 37% 


above the goal that was set for the 
month. 
Fifty-four agencies exceeded their 


quotas, and out of this group 11 doubled 
their goals and one tripled its quota. 
The contest ended with 19 agencies each 
submitting over a million dollars of busi- 
ness for the month. 

The company’s agencies “were paired 
off with one agency pitted against an- 
other of equal size. The agencies were 
divided into two groups: one group was 
headed by Dr. Walter A. Reiter, vice 
president, and the other group was cap- 
tained by Executive Vice President H. 
Bruce Palmer. This year the Reiter 
group defeated the Palmer team for the 
second time in three years. 

The William T. Earls agency, Cincin- 
nati led all other agencies in the com- 
pany with over $3,000,000 of submitted 
business for October. 

The Wichita agency tripled its quota 
and agencies at Columbia, Denver, Har- 
risburg, Hartford, Lexington, Louisville, 
Minneapolis, Norfolk, Omaha, Richmond 
and South Bend doubled their quotas. 

The million dollar agencies were: Ed- 
ward L. Rosenbaum, Brooklyn; Paul W. 
Cook, Chicago; Bruce Parsons, Chicago; 
William T. Earls, Cincinnati; C. Carroll 
Otto, Detroit; Raleigh R. Stotz, Grand 
Rapids; George A. Myer, Harrisburg; 
Edgar Richardson, Lexington; the Mur- 
rell Brothers, Los Angeles and San 
Francisco; John W. Brown, Louisville; 
Alfred J. Lewallen, Miami; W. H. Fore- 
man, Newark: Einstein, Salinger and 
Wayne, New York Citv; Solomon Huber, 
New York City; Lee Nashem, New York 
City; Arthur V. Youngman, New York 
City; William and Samuel Ames, Nor- 
folk; and C. Carney Smith, Washing- 
ton, D.C. 


Marks 50th Anniversary 

John A. Wilson, assistant vice presi- 
dent and manager of the Ordinary de- 
partment of Metropolitan Life’s Cana- 
dian head office in Ottawa. is the 
second member of the Canadian head 
office organization to complete a_ half 
century of active service. 

A native of New York City, Mr. Wil- 
son started as a messenger in the com- 
pany’s home office in New York in 1901. 
He went to Canada in 1924 as section 
head of the Ordinary change division 
when the company established its Cana- 
dian head office in Ottawa. In the inter- 
vening years he has advanced through 
various positions of responsibility to his 
present post of assistant vice president 
and manager of the Ordinary depart- 
ment. 

He was appointed manager of the 
Ordinary department in 1930 and in 
1945 was named an officer of the com- 
pany, with the title of assistant secre- 
tary. He was appointed an assistant vice 
president in 1948, 
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A. G. Joseph Honored on Retirement as Manager 





William J. Cameron, Home Life president (center), presents a gold watch to 
A. G. Joseph on his retirement. At left is Mr. Joseph’s wife, Lillian Joseph. 


Abram G. Joseph, formerly an agency 
manager for Home Life in New York 
City, the company 
October 29 on his retirement. Mr. Jo- 
seph will continue in personal produc- 
tion for the company. 

Long prominent in the life insurance 
field, Mr. Joseph started in the busi- 
ness with Mutual Life at 14. He joined 
Home Life in 1929 and became mana- 


was honored by 





REARRANGE BOUNDARIES 
London Life has rearranged its Tor- 
onto branch boundaries to open up a 
new branch at Bloor West and Thomp- 

son Avenue. C. F. Sims is manager. 


ger of his own agency the next year. 
Consistently a production leader, the 
Joseph agency ranked among the com- 
pany’s top 10 agencies for 10 of its 19 
years. 

Mr. Joseph comes from a life insur- 
ance family. His father and _ four 
brothers were insurance men. His wife, 
Mrs. Lillian Joseph, is also in the busi- 
ness and is widely known as Home 
Life’s leading woman agent. 


GREAT-WEST SUPERVISOR 


Great-West Life has appointed Ro- 
sario Beaudoin as supervisor of the 
company’s Montreal Dominion Square 


branch. 
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The man who 


launched a thousand SMILES! 


No intention of taking any wind from the sails of Helen 
of Troy whose face is said to have launched a thousand 
ships, but— 


Her famous fleet would look like a bathtub regatta com- 
pared to the number of happy lives and successful careers 
that have been launched by Gordon M. 


For Gordon, in his role of insurance specialist, has 
helped scores of families to chart a safe course for their 
childrens’ education... has shown them how to protect 
their income and future against the storms of adversity... 
and how to make a safe haven of old age through proper 
planning. Small wonder that Gordon’s own life is a full 
and happy one— 


The argosy of dreams he has brought home for other 
people has enriched his community. It has given him a 
place of honor among his fellow citizens. And it has built 
for him a lifelong career as a representative of The Equi- 


TH E) EQ Ul TABLE table Life Assurance Society. 





LIFE ASSURANCE or ae 
s Oc i E TY One of a series of advertisements illustrating how a representative of The Equitable 
£ * Life Assurance Society serves his community by selling life insurance. 


OF THE UNITED: STATES 


LISTEN TO “THIS IS YOUR FBI”... official crime-prevention 


THOMAS |. PARKINSON, President broadcasts from the files of the Federal Bureau of Investiga- 
tion...another public-service contribution sponsored in his 
393 Seventh Avenue, New York I, N.Y. community by The Equitable Society Representative. 


EVERY FRIDAY NIGHT * ABC NETWORK 
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Sidney Wertimer Dead; 
Prominent Buffalo Man 


PRUDENTIAL MANAGER’ THERE 


Long Prominent in State and National 
Life Underwriters Groups; Dies 
While Bowling 


Sidney Wertimer, long prominent in 
local, state and national Life Underwrit- 
ers Association affairs, manager of the 
Buffalo, N. Y. office of the Prudential, 
died suddenly Sunday evening while 
bowling with his wife _and a group of 
friends. He was aged 5 

On Friday he attended the mid-year 
meeting of the New York State Asso- 
ciation of Life Underwriters at Elmira 
when he appeared in robust health ac- 
companying Julian S. Myrick, former 
second vice president of Mutual Life of 
New York and prominent association 
leader, to the airport after the meeting. 

Mr. Wertimer was the son of the 
late Henry Wertimer who pioneered for 
the Prudential in Buffalo founding the 
agency more than 60 years ago. He 
joined his father as a partner in the 
firm in 1915, becoming manager when 
his father died in 1931. He was born 
in Buffalo, December 24, 1891, grad- 
uated from Lafayette High School and 
Wharton School of Finance, Univer- 
sity of Pennsylvania. While still in col- 
lege he was licensed as an agent, be- 
coming a special agent under his father 
in 1910. 

Soon after joining his father’s agency 
he enlisted in the Army for service with 
the Mexican Expedition. He returned 
to the agency business but reenlisted 
in World War I being commissioned a 
second lieutenant and advanced to first 
lieutenant when transferred to the 107th 


Field Artillery at Camp Hancock, Ga. 
He studied aerial observation at Ft, 
Sill, Okla., and Selfridge Field, Mich., 


before becoming a member of the 24th 
Air Squadron, the first Army observa- 
tion unit to be sent overseas and for 
13 months participated in aerial en- 
gagements over different parts of 
Europe. His interest in aviation con- 
tinued after the war and he served for 
years as chairman of the Buffalo 


many 
Chamber of Commerce aviation com- 
mittee and was elected a director of the 
Chamber last May. 
Association Activities 
Mr. Wertimer was for many years 


prominent in Life Underwriter Associa- 
tion activities at all levels. He was 
president of the Buffalo Life Under- 
writers Association, president of Buf- 
falo Life Managers Association, presi- 
dent of the New York State Associa- 
tion from 1930 to 1932. In 1937 he was 
chairman of the publication committee 
of National Association of Life Un- 
derwriters and later chairman of the 
by-laws committee. He was a member 
of the executive committee of the Gen- 
eral Agents and Managers Section of 
NALU and was a trustee of that organ- 
ization, the first to serve from Buffalo. 
In 1948 he was made chairman of the 
Advisory Committee of the New York 
State Insurance Department. 

Mr. Wertimer was a 32nd-degree Ma- 
son, member of the Buffalo Consistory, 
Lodge of the Ancient Landmarks 441, 
F. & A. M. Ismailia Temple. He was 
also a member of Phi Gamma Delta 
Fraternity, American Legion, Buffalo 
Club, Ellicott Club Association, and 
University of Pennsylvania Alumni As- 
sociation. 

Surviving are his widow, 


the former 












































SIDNEY WERTIMER 


Florence Smith; two sons, Sidney, Jr., 
and Edward C. Wertimer; and a sister, 
Mrs. Caleb Hyatt of Scarsdale, N. Y. 
Funeral services were held Tuesday 
afternoon in Trinity Episcopal Church 
where he was an usher and held church 
office and formerly sang in the choir. 


Penn Mutual’s Quarter 
Century Club Meeting 


The Quarter Century Club of Penn 
Mutual Life held its annual meeting on 
November 5 in Philadelphia. At this 
18th annual gathering of home office 
employes who had been in the service 
of the company 25 or more years, there 
were present 38 new members who had 
qualified for membership. 

Hibbard G. Gumpert, president of the 
Club, presided. The two speakers were 
Malcolm Adam, president of the com- 
pany who is a member of the Club 
with 41 years of service, and William 
W. Bodine, chairman of the board of 
trustees of the company. 

In his talk President Adam pointed 
out that the company had 304 members 
qualified in the Club by a quarter-cen- 
tury of service, and that of these 223 
are still actively engaged in service. The 
average years of service of the whole 
group was 33, and the total of their 
years with the company was 10,059 years. 

Mr. Gumpert of the underwriting 
department was reelected president of 
the club. Three vice tees te elected 


were Stanley E. Francis 
Capelli, and William es Peffle. Mary 
Faul was elected secretary; J. New- 


and William P. 


man Smith, treasurer; 
Lister, historian. 





AMED FOR WORLD-WIDE SERVICE from branches 
located in more than 20 countries, including 50 offices 
in the United States, the SUN LIFE ASSURANCE COM- 
PANY OF CANADA has won universal recognition for the 
diversity of its comprehensive life insurance and annuity 


plans. The specific needs of men, women and children 


under widely differing circumstances are taken care of, 


and a variety of optional policy privileges offers valuable 


alternatives to safeguard the interests of the beneficiary. 


More than One 
and a Half Million 
Policies in Force 
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Prudential Director 





PRESCOTT S. BUSH 


Election of Prescott S. Bush, a part- 
ner in the private banking firm of 
3rown Brothers Harriman & Co., to the 
board of directors of The Prudential 
was announced this week by Carrol M. 
Shanks, Prudential’s president. 

The new director, who is widely known 
in business and financial circles, is a 
graduate of Yale University, where he 
has also served as a member of Yale 
Corporation. He served overseas as a 
Captain in World War I, and during 
World War II was national campaign 
chairman of U.S.O. in 1942, and chair- 
man of the National War Fund Cam- 
paign in 1943 - 44. 

Mr. Bush is chairman of the board 
of Pennsylvania Water & Power Co., 
and it a director of Columbia Broad- 
casting System, United States Guaran- 


tee Company, and other concerns. He 
is a former president of the United 
States Golf Association. 


His home is in Greenwich, Connecti- 


cut. 


New York Supervisors 
Hear Martin E. Segal 


Martin E. Segal of Martin E. Segal 
& Co., specialists and consultants on 
Group insurance and pension programs, 
was the guest speaker at the November 
luncheon meeting of the New York City 
Life Supervisors Association this week. 
Mr. Segal had for his topic “Welfare 
Programs—A Challenge to Life Super- 
visors.” 


Pacific Mutual Promotions 
Promotions have been announced by 


Asa V. Call, president, Pacific Mutual 
Life, for four members of the home 
office agency staff. Richard Blaul has 


been named director of agency manage- 
ment training; Albert F. Gardner, man- 
ager of recruiting and basic training; 
Wayne S. Bishop, manager of sales 
promotion; and Roy V. Proctor, as- 
sistant manager of sales promotion. 

The appointments further consolidate 
Pacific Mutual’s program of coordinated 
expansion in service facilities to its field 
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Julius Selling Agency 
Marks 10th Anniversary 
AGENCY ORGANIZED IN 
Fred M. Selling Now Sole General 


Agent; Formerly Served as a 
Partner With His Father 


1941 





The Julius Selling Agency of State 
Mutual Life at 15 Park Row, New York, 
is this month celebrating its tenth anni- 
versary. The agency was founded by the 
late Julius Selling, who after building up 
a successful insurance business in Ger- 
many had to leave that country in 1933. 
He became an agent of State Mutual, 
then an associate general agent and 
manager, and in November, 1941, was 
appointed general agent. In 1942 the 
agency emerged from the president’s 
campaign as the leader of the entire 
company in volume as well as number 
of lives. By the end of 1942 the agency 
had moved from 38th place to 17th place 
among the then 56 agencies. 

In 1946 Fred M. Selling, after return- 
ing from overseas with the armed forces, 
rejoined his father’s agency in a full 
time capacity. Despite many other du- 
ties, particularly recruiting, Fred M. Sell- 
ing soon became one of the leading per- 
sonal producers of the agency. Gradually 
he became brokerage supervisor, organ- 
izer, and then assistant to the general 
agent. In October, 1949, he was ap- 
pointed a general agent in partnership 
with his father. 

Fred M. Selling graduated from the 
Commercial College in Nuremberg, Ger- 
many, where he majored in economics. 
After completing an apprenticeship with 
an insurance brokerage firm in Ham- 
burg, he started to work for his father’s 
firm, the Julius Selling Co., which was 
one of the best known and largest in- 
surance brokerage firms in Germany. 
During his first years in Hamburg he 
learned the general insurance business 
and later on, in his father’s firm in Ger- 
many he received a thorough training 
in the life insurance business. He was 
taken into the management of the firm 
at the age of 18. 


Became a Marine Underwriter 


With the advent of Hitler, he left 
Germany, stayed for a while in France 
and finally immigrated to the United 
States. He became a marine insurance 
underwriter in New York and later as- 
sociated himself with a prominent life 
insurance firm, devoting his time exclu- 
sively to selling life insurance. Soon 
after his father became associated with 
State Mutual Life he became an agent 
for the same company in 1941. 

Mr. Selling’s career was interrupted 
during World War II, during which time 
he served with the Military Intelligence 
Service. He served almost three years, 
mostly overseas, and was assigned to the 
Counter Intelligence Corps, Psychologi- 
cal Warfare Division and Interrogation 
of Prisoners of War. 

In July, 1950, Julius Selling, after a 
serious illness, died on his 61st birthday 
and Fred M. Selling was appointed sole 
general agent. The agency has continued 
to grow since its organization and in 
1950 attained its highest rank. A pro- 
gram of recruiting full-time agents as 
well as servicing the brokerage clientele 
was instituted and is being followed. 
One of the activities of the Julius Sell- 
ing Agency is the training of general in- 
surance brokers, both newly licensed 
ones and veterans, to become more effi- 
cient and successful in the life insurance 
field. Since 1947 two different courses 
have been conducted at regular intervals. 
One, a basic course, and the other a 
more advanced business life insurance 
course. These courses are usually con- 
cite by Fred M. Selling and Harry H. 
Gordon, agency supervisor. 

Mr. Gordon has been with the Selling 
Agency since its beginning. In addition 
to his supervisory duties he also heads 
the agency’s training program. Mr. Gor- 
don has been in the life insurance busi- 
ness for 22 years, during which time he 





Affiliated Photo-Conway 
FRED M. SELLING 


has served in the actuarial and selling 
end of the business. 
Cashier of the Julius Selling Agency 


Aetna Dividend Scale 


Dividends to participating life insur- 
ance policvholders in 1952 will be con- 
tinued at the present scale, the Aetna 
Life has announced. The rate of interest 
to be allowed in the participating de- 
partment on the proceeds of policies left 
with the company and on dividend accu- 
mulations will continue to be 234% for 
all interest payments falling due in 1952, 
except where a higher rate is guaran- 
teed. 

In the non-participating department, 
the rate of interest to be paid on funds 
held by the company will also be 234%, 
except where a higher rate is guaran- 
teed. wr 





is Mrs. Sarah Sandel, who has had 25 
years’ experience as a cashier. 

Fred M. Selling is a member of the 
Life Underwriters Association of the 
City of New York, the Life Supervisors 
Association and the Life Managers As- 
sociation of Greater New York. He is a 
resident of Forest Hills, where he is ac- 
tive in community affairs, and is on the 
boards of several charitable organiza- 
tions. 





Reliance Life Managerial 
Staff Changes Announced 


Appointments to the managerial staffs 
in Philadelphia, Champaign, Ill, Fresno, 
Calif, and Minneapolis are announced 
by the agency department of Reliance 
Life of Pittsburgh. 

Edgar Hartley, Jr., of the agents train- 
ing section in the home office, has been 
appointed manager of the Eastern Penn- 
sylvania department with headquarters 
in Philadelphia. The Lehigh Valley de- 
partment in Allentown has been com- 
bined with Eastern Pennsylvania, of 
which it formerly was a part. 

Royce F. Majors of Champaign, IIL, 
has been 
of the Central Illinois depart- 


appointed field manager in 
charge 
ment. 
Will Olson, Fresno, has been appointed 
field manager in the Northern California 
department. He will assist Manager Ed- 
ward E. Keller of San Francisco. 
Edward C. 
pointed supervisor of the Great Northern 


Constantine has been ap- 


department. He will assist Manager Jo- 


seph P. Troop in Minneapolis. 











its field men. 


Liberal Juvenile Contracts 


With his complete line of liberal Juvenile contracts, the 
LNL representative can offer his prospects for Juvenile insur- 
ance the popular educational endowments, and Life, Retire- 
ment, and short term Endowment plans down to age one day. 
Full death benefits are provided from age one year. The parent 
retains control of the policy, and the popular Payor benefit 
may be added even if the parent is a substandard risk. 


This complete line of liberal Juvenile contracts provides 


another reason for our proud claim that LNL is geared to help 
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First row, left to right—John T. Acree, Jr., Lincoln Income Life, retiring president; 


James Q. Taylor, Northwestern National Life, president; William H. 
Security Mutual Life, executive vice president; J. H. B. Peay, Jr., Life Co. of Vir- 
ginia, vice president and editor; James D. Renn, Peninsular Life, secretary-treasurer. 


Second row, left to right—Ray E. Button, Republic National Life, publicity director; 
members of executive committee: William H. Neely, Southern Farm Bureau Life; 
Joseph B. Corbett, Colonial Life of America; E. O. Severin, American Hospital & 
Life; C. Edwin Carlson, Continental Assurance; Clyde L. Groover, Family Fund 
Life; W. Philip Underwood, Monarch Life. 


At the annual meeting of the Institute 
f Home Office Underwriters held at 
Edgewater Beach Hotel, Chicago, last 
week the following were elected of- 
ficers for the ensuing year: 
President—James Q. Taylor, under- 
writing director, Northwestern National 
Life. 

Executive vice president—William H. 


Harrison, secretary, Underwriting Divi- 
sion, Security Mutual Life. 

Vice president and editor—J. H. B. 
Peay, Jr., assistant secretary, Life In- 
surance Co. of Virginia. 

Secretary-treasurer—James D. 
secretary, Peninsular Life. 

Publicity director—Ray FE. Button, 
vice president in charge of reinsurance, 


Renn, 


Harrison, 





rx. 


1941 





“Every Case Is A Big One” 


My father, the late Julius Selling, built this agency 
on a solid foundation. With him and now with us, 
“every case is a big one.” There is no detail too small 
or bothersome for us. We take pride in our fast, thor- 
ough, helpful service and in the high persistency with 


which the business stays on the books. 


Now, as we celebrate our 10th Anniversary, we thank 


you for your business and pledge again that with us 


“EVERY CASE IS A BIG ONE.” 


"he Yulius Selling sEgency 
Fred MN. Selling, General rbgent 


State Mutual Life Assurance Co. 
of Worcester, Mass. 


15 Park Row, New York 38, N. Y. 
- 1951 





COrtlandt 7-3564 











Made Guarantee Mutual V.P. 


Guarantee Mutual Life of Omaha has 
appointed Don H. Knott second vice 
president in charge of mortgage loans, it 
is announced by Ralph E. Kiplinger, 
president. Mr. Knott had been associ- 
ated with the Occidental Building & 
Loan Association, Omaha, since 1926, be- 
ing vice president when he resigned to 
join Guarantee Mutual. Graduate of 
University of Iowa, he also has a law 
degree from University of Omaha. 


PACIFIC MUTUAL GEN’L AGENT 

Selected as the site for another new 
general agency of Pacific Mutual Life 
is Billings, Montana. Harry F. Kits- 
miller, named general agent, is embark- 
ing on an intensive program of recruit- 
ing and business building. He has been 
prominent in life insurance activities in 
St. Louis and more lately in Denver, 
where he was general agent for Colum- 
bian ‘National. 





s 
Sepublic National Life. 
New members to executive committee 
—C. Edwin Carlson, chief underwriter, 
Continental Assurance; Joseph B. Cor- 


bett, manager, Underwriting Depart- 
ment, Colonial Life of America. 
Retained on executive committee— 


William H. Neely, vice president and 
secretary, Southern Farm Bureau Life; 
Clyde L. Groover, vice president, Fam- 
ily Fund Life; E. Severin, vice 
president and director of underwriting, 


American Hospital & Life; W. Philip 
Underwood, underwriting vice _ presi- 
dent, Monarch Life; John T. Acree, 


Ir., president, Lincoln Income Life. 


A. R. HASLEY’S GROUP POST 

Alex R. Hasley has been appointed 
assistant superintendent of agencies, 
Group division, of the Sun Life of 
Canada. 








“Oscar of Industry” Won 
By Connecticut Mutual 






































President Peter M. Fraser of Con- 
necticut Mutual Life is shown, left, 
accepting the bronze “Oscar of Indus- 
try” won by his company for the best 
annual report material in the life in- 
surance industry. The award was pre- 
sented to Mr. Fraser by Weston Smith, 
right, executive vice president of Finan- 
cial World Magazine which sponsored 
this eleventh international competition 
of annual reports. The awards banquet 
was held recently in New York and was 
attended by more than 1,300 business 
and financial executives from all over 
the United States and Canada. 


MADE TRAINING ASSISTANT 

Charles A. Wagner, of Albuquerque, 
N.M., has been promoted to training 
assistant on the home office staff of 
Mutual Life of New York. Mr. Wagner, 
who has been assistant manager of the 
company’s Pueblo agency since 1946, 
will assist in the training and develop- 
ment of new field representatives under 
the company’s three-year training pro- 
gram. 











policy comes at claim time. 4 


So the right kind of claim service is 
all-important ... to the policyholder . . . to you who 
stake your reputation in selling the case. 


As a leader in the non-cancellable 
disability field, we invite comparisons 


of benefits... of premiums... of service. But we 
especially welcome your attention to the manner 
in which we treat the policyholder. 
i ck we } 
THE EY 
INSURANCE COMPANY 
WORCESTER 2, MASSACHUSETTS | ; ; 
SURE, EMPIRE: os 5k Ss ein 5c win wise President : 
Edward R. Hodgkins, Vice-Pres. and Mgr. of Agencies | t 


NON-CANCELLABLE ACCIDENT & HEALTH e LIFE «© GROUP 


Agency representation in the 48 states, the District of Columbia, Hawaii and Canada 
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The real test of the worth 
of a sickness and accident 
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of biochemistry and nutrition, Duke 


Institute Meeting to ” University School of Medicine, Durham, 
Feature Panel Session N. C., and Dr. George E. Murphy of 


the Hospital of the Rockefeller Insti- 
tute for Medical Research, New York. 
With the entire annual contribution of 
the life insurance business through its 
Medical Research Fund going into 
heart disease research, this discussion 
will have special interest and signifi- 
cance. 

The Institute’s entire program will be 
devoted to this same general type of 
progress reporting on the meeting of 
social and economic problems. The 
morning session, to be held in the Jade 
Room of the Waldorf-Astoria Hotel, 

Guest speaker at the luncheon, also will be opened by Frederick W. Hub- 
drawn from outside the life insurance _ bell, chairman of the Institute, whose 
business, will be Roy E. Larsen, presi- talk on “Facts Speak for the Business, 
dent of Time, Incorporated. will point up some of the areas of in- 

In announcing the program for the formation that have been opened up 
session, Holgar J. Johnson, Institute through the Institute since its inception 
president, said, “The people of our na- in 1939. The Medical Panel will take 
tion are more and more looking toward the balance of the morning session. 
business for leadership and guidance in Eléction: of -Board Mesbers 
meeting social and economic problems. : : 
The life insurance business has, over Following the luncheon, the election 
the years, recognized its responsibilities of board members will start the after- 

noon session, followed by the financial 


in this area and responded to it. This ‘ : : 
year’s annual meeting will reflect some report, to be given by Douglas L. Dun- 
secretary of the Institute. A _ re- 


of the ways in which the business is bar, ; te. ¢ 
cooperatively meeting those responsi- View of the Institute staff activities will 
bilities.” Daniels, ex- 

Medical research is one of the great 
social services and especially that di- 
rected towards combating the No. 1 
killer, heart disease. There is special 
interest, therefore, in a progress report 
on the subject. The panel discussion 
will be under the guidance of M. Albert 
Linton, chairman of the board of the 
Life Insurance Medical Research Fund 
and president of the Provident Mutual 
Life. Mr. Linton will speak at the con- 
clusion of the panel discussion. 





ON HEART DISEASE RESEARCH 


Three Medical Research Specialists on 
Program; Meeting in New York 
on December 13 





One of the highlights of the 13th an- 
nual meeting of the Institute of Life 
Insurance, to be held December 13 in 
New York, will be a panel discussion 
of the progress in heart disease re- 
search by three outstanding medical re- 
search specialists in that field. 


then be given by Arthur C. 
ecutive assistant. 

The cooperative advertising program 
of the business will be discussed by Ed- 
mund_ Fitzgerald, president of the 
Northwestern Mutual Life, who will not 
only describe the current campaign 
which started in October, but will out- 
line some of the results over the years, 
in making available to the public the 
fundamentals of life insurance and its 
actions in the public interest. 

Holgar J. Johnson, Institute president, 
will close the meeting with a talk on 
social contributions of life insurance, 
reviewing some of the many ways in 
Fredrick J. Stare, professor of nutri- which life insurance has aided in better- 
tion, Harvard School of Public Health, ing the social atmosphere in which we 
Boston; Dr. Philip Handler, professor live. 


Panel Speakers 


The three panel speakers will be Dr. 





Leading Eastern Life Company 
Offers Home Office Position In 
Agency Financial Management 


100-year-old Life Company in metropolitan New 
York offers an excellent opportunity to one who 
qualifies for position as Assistant to Agency Finan- 
cial Advisor. 














Duties: Teach standardized office procedures to 
agency personnel through correspond- 








ence and visits to the agency offices. 
Reasonable amount of travel to agency 
offices throughout the country. (First 
class expenses paid.) 

Discuss financial matters with general 
agents. 


Experience in a life insurance general 
agency as cashier or office manager. 
Ability to teach. 

Experience with general agents’ and 
soliciting agents’ contracts. 

Working knowledge of agency finance: 
income, expense and budgeting. 


Requirements: 


Salary open. Send complete details covering background, present posi- 
tion and salary. Replies confidential. Our employees know of this 
advertisement. Address: Box 2056, The Eastern Underwriter, 41 Maiden 
Lane, New York 38, N. Y. 














Workshops Sponsored 
By Life Advertisers 


HELD IN NEW YORK, DEC. 3 TO 7 





Practical Case-Study Projects on Sales 
Promotion Techniques and Editing 
Company Publications 

At the recent meeting of the Life In- 
surance Adyertisers Association at Wil- 
liamsburg, Va., announcement was made 
of two workshops to be held in New 
York, December 3 to 7, as a new project 
of LAA to give intensive training on 
special subjects as part of a long-range 
educational program. The two workshops 
planned are to be on sales promotion 
techniques and on editing company pub- 
lications. Bé€tails of these projects are 
now available. 

Students will be assigned practical, 
case-study projects where they can apply 
the fundamentals covered in these work- 
shops, thus enabling them to obtain a 
good background knowledge which 
would normally take much longer to 
acquire. 

Topics To Be Covered 

The sales promotion workshop will be 
built around these main topics: the 
problems of the agents and the pur- 
poses of sales promotion; developing 
ideas; sales promotion media; production 
of material; distribution; merchandising 
it to the field force; administration. 

Project for students in the sales pro- 
motion workshop will be, “How to do 
a complete promotion job on a new 
policy contract.” This will cover an- 
nouncing the new policy to the field; 
preparing pre-approach letters and 
reply-type letters; preparing visual sales 
material and illustration sheets including 
instructions for the use of that material; 
stuffers to get inquiries; descriptive lit- 
erature for the public; and a sales cam- 
paign to promote the policy. 

The editorial workshop will cover such 
subjects as objectives, practices and poli- 
cies of the publication; sources and types 








capenteimaemdaienl 





- 


other things: 





its purchase by others. 








Holgar J. Johnson on Public Relations 


Holgar J. Johnson, president of the Institute of Life 
Insurance, addressing employees of the Northwestern 
Mutual Life in Milwaukee on October 24, said among 


“Your own public relations activities consti- 
tute the measurement not only of how you are 
regarded by those you interview, but they affect 
the business as a whole. Remember, that public 
relations is an attitude of the mind and a desire 
to generate good will and make friends. 
more good will you generate and the more 
friends you make the more valuable factor you 
become to the entire insurance fraternity.” 


Mr. Johnson could well have been speaking to each 
of us whose daily business is to deal with the men and 
women who buy life insurance themselves or influence 


WILLIS F. McMARTIN, General Agent 
AND ASSOCIATES 


THE NORTHWESTERN MUTUAL LIFE INSURANCE CO. 
285 MADISON AVE., NEW YORK 17 
ORegon 9-5110 


Home Office — Milwaukee, Wisconsin 





of material; how to write for quick and 
easy understanding with lively heads, 
leads and picture captions; editing effi- 
ciently on basis of style manual; posing 
groups for photos; letterpress, offset and 
engraving methods and how to conserve 
the engraving budget; art, layout and 
type; preparing the manuscript for the 
printer; how to schedule production and 
follow through to the finished job; 
readership testing; and promoting the 
publication. 
Those in Charge of Project 

Sponsoring the two workshops is the 
Education Committee of LAA which con- 
sists of Chairman Royden C. Berger, di- 
rector of advertising, Connecticut Mu- 
tual Life; Morgan S. Crockford, secre- 
tary, Excelsior Life; H. G. Kenagy, vice 
president, Mutual Benefit Life; and Earl 
R. Trangmar, administrative assistant, 
Metropolitan Life. 

In charge of the sales promotion work- 
shop will be Charles R. Corcoran, di- 
rector of sales promotion, Equitable Life. 
He will be assisted by Donald G. Mix, 
sales promotion manager, State Mutual 
Life; John A. Buckley, Jr., sales pro- 
motion assistant, Guardian Life; Rich- 
ard B. Thompson, director of sales de- 
velopment, Mutual Life; Robert J. Wal- 
ker, supervisor of field service, Mutual 
Life; Lewis B. Hendershot, assistant 
secretary and director sales promotion, 
Berkshire Life; Morgan S. A oe day 
secretary, E xcelsior Life; D. T. McGraw, 
director of sales promotion, heats Life; 
C. Russell Noyes, advertising manager, 
Phoenix Mutual Life; and Walter S 
Speir, training division, Equitable Life. 

Heading the editorial workshop will be 
Jerome V. Leary. assistant manager, 
publication division, Metropolitan Life 
Also on this workshop will be L. Russell 
Blanchard, sales promotion manager, 
Paul Revere Life; William L. Camp, IT], 
supervisor of publications, Connnecticut 
Mutual Life; George H. Kelley, editor 
of sales publications, New York Life; 
Frank L. Shoring, director of field serv- 
ices, Columbian National Life: and Alan 
Beck, editor, “Pilot’s Log,” New Eng- 
land Mutual Life. 
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United States Life’s 
Volume Credit Method 


ON REDUCING TERM BUSINESS 





Credit on Term Portion Will Be 60% 
Instead of 100%; How Change 
Affects Field Force 





The United States Life Insurance Co. 
has recently adopted a changed policy of 
recording all new paid-for business on 
insurance plans that involve a reducing 
term element, including family protection 
riders. Volume credit for the decreasing 
term portion will now be taken at 60% 
of the initial commuted value, instead of 
100% as heretofore. 

U. S. Life field force was largely re- 
sponsible for pointing up the desirability 
of this change. One general agent had 
adopted within his agency a special basis 
for volume credits related to premiums. 
Another had written to the home office 
questioning the soundness of the 100% 
procedure. 


Advantages of New Method 


“This change in our volume credit re- 
cording policy,” said R. W. Staton, su- 
perintendent of agencies for United 
States Life, “will be helpful to our field 
representatives since it will bring volume 
credit back to reality in terms of perma- 
nent insurance and agents’ earnings. 
It will give agents a clearer picture of 
their own achievements and compara- 
tive results.” 

Simplified record keeping, both in 
home office and field, and more re alistic 
statement of the company’s lapse ratio 
in trade publications were cited as addi- 
tional advantages of the new basis in a 
bulletin ene the changed proce- 
dure to U. Life’s agency managers. 

The new gies recording procedure 
will apply to U. S. Life’s Family Income 
Rider, Centennial Income Agreement, 
and Two-Payment Reducing Term Plan, 
as well as the recently introduced Mort- 
gage Protection Plan. In the first month 
of its operation the effect has been to 
reduce volume credit on new paid-for 
business by nearly $500,000. The com- 
pany’s life insurance in force, changed 
to the new basis, is immediately de- 
creased by about $8,000,000. 


Herbert K. Lindsley Deaa 

Herbert K. Lindsley, 77, founder of 
the Farmers & Bankers Life, Wichita, 
in 1911 and president until 1947 died 
unexpectedly of a heart attack at his 
home recently. Mrs. Lindsley died last 
January. He had suffered a mild attack 
recently but was thought to be in rea- 
sonable good health. 

He was still a director of the com- 
pany, also of Wheeler Kelly Hagny 
and of First National Bank. He had 
for years been active in the broom 
corn business and served as Senator 
in legislature. He was past president 
American Life Convention, past poten- 
tate of Midian Shrine, Wichita, and 
identified with many civic fraternal and 
financial groups. A son, Herbert P., Oc- 
cidental Life, general agent, is immediate 
past president of Wichita Life Under- 
writers. Another son Robert K., for- 
merly with Radio Station KFBI, owned 
by Farmers & Bankers, is now in the 
oil business in Wichita. 


Mutual Benefit to Hold 
Property Planning Clinic 


A property planning clinic will be held 
at the home office of Mutual Benefit 
Life, Newark, November 19-21, for a 
selected group of 12 representatives. 

Director of Advanced Underwriting 
Services George B. Gordon, Attorney 
James C. Wriggins, and _ Associate 
Mathematician William F. Ward, all of 
the home office, will discuss estate prob- 
lems, business insurance problems, and 
employe benefit plans with fieldmen from 
six states and the District of Columbia. 





Jules Wagner Advanced 

Advancement of Jules Wagner to as- 
sistant manager of The Prudential’s 
Stuyvesant Agency at 405 Lexington 
Avenue, New York, was announced by 
Charles Schiff, head of the agency. | 

Mr. Wagner has been associated with 
Prudential as a _ special agent since 
1948, when he gave up a law practice at 
Elizabeth, N. J., to enter the sales 
field. He attended Washington and Lee 
University and received his law degree 
from Rutgers University in 1940. He is 
a member of the New Jersey bar and 
a veteran of World War II. 


New England Mutual Life’s 


Cashiers Training Course 


Continuing its program of acquainting 
agency cashiers with home office busi- 
ness procedures at first hand, New Eng- 
land Mutual Life conducted its Eighth 
Agency Cashiers Training Course, No- 
vember 5-10. Cashiers from 13 agencies, 
ranging from Maine to Colorado heard 
talks by home office experts from many 
departments on subjects covering all 
phases of the cashier’s work. 

The course was under the direction of 
G. E. Perino, auditor. 








LIFE INSURANCE 


RENEWAL 


RENEWAL PURCHASE COMPANY 





60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








Six Companies Admitted to ALC 


Membership in the American Life 
Convention was increased to 234 mem- 
ber companies following the convention’s 
46th annual meeting recently held in 
Toronto, upon the admission of six com- 
panies. The conv ention, the oldest inter- 
national association of life insurance 
companies, now has member companies 
in 43 states, the District of Columbia 
and three provinces in the Dominion of 
Canada. The ALC represents 98% of the 
life insurance in force with legal reserve 
companies in the United States. 

The new companies are.the Bankers 
Mutual Life, Freeport, IIl.; Gibraltar 
Life of America, Dallas; Grange Mutual 











Much of the labor has been taken out of the development of a lead 
into a sale with the new, modern line of Berkshire Life’s 108 Adult 
and Juvenile Plans, Riders and Coverages. 

In our “Merchandise Chart” and “Portfolio” you'll find such 
interesting, saleable contracts as the “Preferred Life” which is 
typical of the complete line of Berkshire Life’s sales-producers. 





$10,000 


Age 35 
(Minimum $5000) 


ANNUAL PREMIUM $ 255.30 
— CASH DIVIDENDS* $1074.60 
ears 
PREFERRED CASH VALUE $3714.80 
LIFE AVERAGE YEARLY NET COST* $ 1.58 
Per $1000 — 20 Years 
MONTHLY LIFE INCOME $ 34.26 


Guaranteed 120 months 
certain at Age 65 (Male) 
If Dividends* are left to accumulate 
Monthly Income at Age 65 (Male) 
may be increased to $ 
*The Dividends in this ill 


51.18 


are neither estimated nor guaran- 








teed but are computed on the same basis as the scale of dividends in 
effect at the date of this illustration hae 1, 1951 basis). Similarly, the 


lowed on such accumulations. 





interest rate 





is that 








BROKERS AND SURPLUS WRITERS are invited to write 
to the nearest Berkshire Life General Agent for FREE copies 
of both the handy pocket-sized Merchandise Chart and Port- 
folio which outline the many unusual sales opportunities *% 











Life, ag Idaho; Pyramid _ Life, 
Charlotte, N. C.; Southern Farm Bureay 
Life, Jackson, Sie and United Insur- 
ance Co., Chicago. 

Bankers Mutual Life was organized 
under the laws of Illinois in 1948 as a 
mutual legal reserve company. Ad- 
mitted assets as of December 30, 1950, 
were $3,087,617; business in force— 
a say 

C. French is president and actuary 
o ‘the company; Louis Fauser is vice 
president and associate actuary; Marvin 
F. Burt, secretary and counsel; .s te 
M. Linden, medical director; G. B. Em- 
rick, treasurer; and Russell H. Fen 
of Meyers and Matthias, is general 
counsel. 

Gibraltar Life was organized under the 
laws of Texas in 1946 as a stock legal 
reserve company. Admitted assets are 
$1,282,464; business in force—$20,024,506, 

William E. Nettle is president of the 
company; W. O. Bankston and Jerry C. 
Hawkins, vice presidents; W. T. Weaver, 
vice president and secretary; T. O, 
Briggs, treasurer; Virgil M. Payne, Jr., 
M.D., medical director; Robert C. John- 
son, general counsel; and M. B. Gam- 
mill, actuary. 

Grange Mutual Life was incorporated 
as a mutual legal reserve life insurance 
company under the laws of Idaho in 
December, 1946. It was previously li- 
censed in 1934 and began business on 
that date as a fraternal benefit society. 
Admitted assets as of December 31, 1950, 
were $2,212,764; business in force— 
$12,410,400. 

E. T. Taylor is president of the com- 
pany; Elisabeth Snyder is treasurer; 
Merle Kirkpatrick, secretary; Heye H 
Meyer, vice president; Laurence N. 
Smith, legal counsel; Dr. R. L. Rodwell, 
medical advisor; and Arthur Haight, of 
Haight, Davis & Haight, consulting ac- 
tuary. 

Pyramid Life was organized under the 
laws of North Carolina in 1929 as a 
stock legal reserve company. Admitted 
asets as of December 31, 1950, were a 
289,290; business in force—$91,446,84 

Eddie E. Jones is president ot the 
company; B. Russell Thomas is vice 
president and actuary; John R. Pender 
and W. T. DuPree, vice presidents; J. 
A. Law, secretary and treasurer; Hunter 
Marshall, general counsel; Dr. Douglas 
M. Glasgow, medical director; and John 
Fort, assistant treasurer. 

Southern Farm Bureau Life was or- 
ganized under the laws of Mississippi 
in 1946 as a stock legal reserve company. 
Admitted assets as of December 31, 1950, 
were $2,123,359; business in force--$50,- 
211,598. 

Lewis Allen is president of the com- 
pany; D. C. Mieher, executive vice presi- 
dent; W. H. Neely, vice president and 
secretary; Raymond A. Latta, consulting 
actuary; T. J. Marland, M.D., medical 
director; and T, Harvey Hedgepeth, gen- 
eral counsel. 

United Insurance Co. was organized 
under the laws of Illinois in 1928 as a 
legal reserve company. Admitted assets 
as of December 31, 1950, were $17,527,- 
488; business in force—$136,252,472. 

O. T. Hogan is president of the com- 
pany; J. R. Hogan is executive vice 
president; J. M. Penrith and H. G. Rock- 
wood, vice presidents; G. Blair Hiser, 
vice president and general attorney; A. 
D. Johnson, secretary-treasurer; P. 
Schwiebert, actuary; A. H. Teschke, gen- 
eral counsel ; and Dr. N. Albach, as- 
sistant medical director. 
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Elmo Roper, P.H. Whiting, I.S. Kibrick 
Featured at N.Y.C. Ass’n Meeting 


The Life Underwriters Association of 
the City of New York held its November 
educational meeting last week at the 
Hotel Astor. Featured on the program 
were Elmo Roper, noted marketing con- 
sultant and public opinion analyst ; Percy 
H. Whiting, managing director, Dale Car- 
negie Institute; and Isaac S. Kibrick, 
home office agency assistant, New York 
Life, Boston. : ; l 

Mr. Roper, taking for his topic “In- 
flationary and Deflationary Forces at 
Work Today,” said that however we 
measure it, there is a good deal of evi- 
dence pointing to the continuance of 
creeping inflation in this country. “This 
does not mean,” he said “that inflation 
will necessarily become runaway _infla- 
tion. Nor that value of the dollar is 
going to shrink and shrink. What it ap- 
pears to mean is that as we expand our 
production and consumption of goods 
and services, we have a concurrent rise 
in the prices of these items. However, 
as long as our productive expansion out- 
strips our price increases, we are on an 
essentially sound footing, as far as the 
soundness of our enterprise is concerned, 
and as far as our living standards go.” 

Commenting on a report of the Securi- 

ties and Exchange Commission on what 
has happened to the stock market over 
the past ten years, Mr. Roper said that 
the report shows that prices have gone 
up over 100% during that period, and in 
the past two years, prices have risen 
50%. “This has led some people,” he 
said, “to informally suggest that in order 
to compete with stock and other invest- 
ments, insurance companies ought to 
seriously consider gearing the interest 
rates on premiums and the actual value 
of premiums themselves to the general 
price level. These people point out that 
the return which insurance policyholders 
receive will probably lag behind the re- 
turn which the insurance companies 
themselves can get from investing their 
money. And this can have serious impli- 
cations for future sales of insurance. 
However, these are just suggestions 
which have been offered informally to me 
by some people who have studied the 
question of insurance investment and re- 
turn much more closely than I have. 


Creeping Inflation Set in 


“What I will stand firmly on,” Mr. 
Roper continued, “is the fact that creep- 
ing inflation appears to have set in our 
economy. And this fact is one for insur- 
ance people and a good many others to 
contemplate seriously.” 

Concluding Mr. Roper remarked that 
the day when an insurance man could go 
about his business of selling insurance, 
in his assigned territory while forgetting 
about a good deal of the rest of the 
world has long since passed. “In recent 
years,” he said, “I have noted the em- 
phasis that has been put on such things 
as estate planning within the insurance 
field. Salesmen have told me that they 
particularly enjoy the insurance field 
because it allows them to work on very 
specific and very important human prob- 
lems.’ A man’s planning for his future is 
a very important part of life. 

“In the industrial field particularly, 
a good deal of emphasis has grown up on 
what is called Group insurance. This 
concept is not at variance with the con- 
cept of individual estate planning. It is 
simply on extension of the idea that 
you must plan for both individuals and 
the group at the same time. Insurance 
can assist in bringing security on two 
levels at the same time. That is, it can 
if we don’t get too much inflation and 
if your industry can figure out how to 
live with that degree of inflation we 
seem to get.” 


Rules for Effective Speaking 


Mr. Whiting offered seven rules to fol- 
low to learn to speak effectively in pub- 
lic, which he said also applies with equal 
force to making a better sales talk. 
These rules follow: Talk only about what 


you have earned the right to talk about; 
talk only about subjects which you 
earnestly desire to communicate to your 
audience; be animated; don’t doodle; be 
clear—be understood; use examples; and 
when you are about half way through 
your talk—stop! 

“You ‘earn the right’,” Mr. Whiting 
said, “by living through the subject or 
by a lot of reading and study. In gen- 
eral, know fifty times as much about 
your subject as you have time to put 
into your talk. Also know a hundred 
times as much as your prospect does, 
but don’t try to tell it all to him at 
once.” 

About being clear, Mr. Whiting said 
to avoid the use of technical language 

you have to use a technical term, 
he remarked, define it, and then give 
an example. 

On using examples, the speaker saic 
that this tends to make the talk more 
interesting, clearer and more memorable, 
and as a rule, any time an important 
general statement is made, it should 
immediately be nailed down with an ex- 
ample. A good salesman, he said, gathers 
and uses effective examples. 

The greatest of all rules for speaking 
in public, Mr. Whiting concluded, is to 
stop before the audience wants you to. 
As for salesmen, in general, they talk too 
much. A lot of salesmen have the idea 
that, if they can’t get the order at the 
end of 30 minutes of talk, they may get 
it if they say the same thing over again 
in 45 minutes. “All I’m interested in 
about anything I buy is—what will it 
do for me and my family? If you can’t 
tell me that in 15 minutes, then your 
talk needs to go through the wringer.” 


Emotional Approach 


Mr. Kibrick, who discussed the emo- 
tional and humanitarian approach in sell- 
ing, in his talk on “Life Insurance in 
This Changing World,” said that tech- 
niques have changed but the substance 
of life is the same as it has always been, 
With current high taxes making it al- 
most impossible to accumulate any say- 
ings, Mr. Kibrick said sales representa- 
tives must make adjustments in their 
approaches if they are to overcome this 
challenge to increase their earnings. 
Know what people want, appraise their 
needs, he advised, and follow this 
through by finding a way to satisfy their 
needs. Everyone is subject to the dan- 
gers of falling prices, he remarked, and 


NwNL Has 18% Oct. Increase 


Total October Ordinary sales by 
Northwestern National Life fieldmen 
were $11,535,000—18% ahead of the same 
month a year ago. NwNL agents par- 
ticipating in Basswood Month submitted 
2,615 applications for an average sale of 


Among the outstanding records scored 
by individual agencies was that of the 
White & Odell agency, Minnesota state 
agents for NwNL, which reported the 
sale of $3,784,000—29% better than any 
previous October. 

Also among the leaders was the Texas 
State agency with written sales of $1,- 
500,000—20% ahead of its best previous 
October. 


H. V. Cohen Anniversary 

Harry Vincent Cohen, associate gen- 
eral agent of the Charles V. Cromwell 
agency, Manhattan Life, recently com- 
pleted his 20th year in the life insurance 
business. 

He started in life insurance with the 
Equitable Life, New York, with the John 
M. Riehle agency which was then ac- 
tively headed by the late Theodore M. 
Riehle. He joined the Manhattan Life 
in 1938 as a brokerage supervisor and 
since 1946 has been associate general 
agent to Charles V. Cromwell. 

A native New Yorker, he attended De 
Witt Clinton High School, City College 
and New York Law School. He was a 
textile trimmings manufacturer prior to 
entering the insurance business. 





this condition has its advantages if 
properly presented to the prospect. 

Mr. Kibrick came to this country in 
1906 with a European college back- 
ground. He sold newspapers for a few 
months, became a laborer in a shoe fac- 
tory, and learned to cut leather into 
shoes. While cutting shoes, he went to 
night school for four years. In 1915 he 
joined the New York Life. His first 
full year with the company he sold 
$208,000 on 140 cases. His volume in- 
creased every year and the number of 
applications remained very high all 
through the years. He reached the mil- 
lion dollar mark in 1924, and with the 
exception of four years, sold more than 
$1,000,000 a year since then. He made 
the presidency of the New York Life 
Top Club in 1935 and has occupied an 
official position in New York Life clubs 
through most of the years associated 
with the company. A very substantial 
part of his business comes from estate 
planning and corporation and partnership 
insurance. 


Named Agency Supervisor 





Matar 
HUBERT J. MURPHY 


Walter Canner, president and general 
agent of the Hoey and Ellison Life 
agency, Equitable Life of Iowa, has ap- 
pointed Hubert J. Murphy as agency su- 
pervisor. 

Mr. Murphy is a graduate of the Rox- 
bury Latin School of Boston, and Dart- 
mouth of Hanover, N. H. He spent two 
years with Penn Mutual as an under- 
writer before joining Equitable of Iowa 
last spring. During the same two years 
Mr. Murphy has been active as student 
and director in the Dale Carnegie Pub- 
lic Speaking Course, both basic and ad- 
vanced. 

His new responsibilities will include 
the development of brokerage business. 


Great-West Appoints 


Supervisor at Brandon 
Great-West Life has announced the 
appointment of Frederick S. Brimacombe 
as a supervisor at the company’s branch 
in Brandon, Manitoba. Mr. Brimacombe 
joined Great-West Life in 1948 at Ed- 
monton as a representative. 

In his new post, Mr. Brimacombe will 
be associated with Clifford B. Bertram, 
CLU, branch manager. They will direct 
Great-West Life sales and services in 
the western half of Manitoba. 
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says 
MRS. F. W. PALMER, JR. 





Ny 
A serious accident which gave Fred 
a bad temporary facial disfigurement 
seemed a tragedy to us, but actually it 
was the turning point in our lives. Being 











Fresno, Calif. 


successful future for ourselves.” 








full of pride, he became uncomfortable 
in the presence of others. His decision 
to recuperate at a mountain retreat 
gave him many idle hours to think. 
Fred decided that he could contribute 
best to the welfare of others by helping 
alleviate their problems of financial 
security through selling life insurance.” 


"Then Fred and | had an opportunity to hear Minnesota Mutual's ‘Organized Sales Presentation.’ When 
we heard the Success Bond Story we knew immediately where our future lay. We realized that through this 
medium we could not only build successful futures for other people but at the same time build a happy and 


"A million thanks to Minnesota Mutual for giving us the happiness for which we've waited so long!’ 
If you want to know how F. W. Palmer, Jr. does it, write. There's no obligation. 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


SAINT PAUL 1, MINN. 


Organized 1880 
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The 
EAST RIVER 


is the place to 


save 


As little as $1 opens an East 
River Savings Account. And 
you can save a little or save 
a lot; build up your account 
dollar by dollar or speed it 
on its way to $10,000—just 
as you decide, just as your 
budget allows. 
You may have an Individ- 
ual Savings Account—an ac- 
count in-trust-for someone 
else—or a joint account. 
Your account may be 
opened at any one of our 5 
Manhattan offices. And you 
can Save by Mail. 
Why not get started today! 


TO SAVE BY MAIL 
Phone COrtlandt 7-4200, 
Ext 73. We'll be glad 
to mail the forms 


to you. 












Or 














Allowed From Day 


LATEST 


INTEREST DIVIDEND 


As 


© year 


On Balances of $25 


More. Interest 


of Deposit 


EAST RIVER 
SAVINGS BANK 


FIVE OFFICES IN MANHATTAN 


26 Cortlandt Street 
291 Broadway 
743 Amsterdam Avenue 
4] Rockefeller Plaza 
60 Spring Street 











E. A. Roberts Speaking Engagements 
For United Defense and Com. Chest 





E. A. Roberts, president of Fidelity Mutual Life and United Defense Fund and 

active in Community Chest affairs, shown with William K. West of Dayton, O., 

Community Chest and a child victim of cerebral palsey. Picture was taken by a 

Dayton Journal Herald photographer at the “kick-off” meeting of the Dayton 
Community Chest. 


In addition to a number of speaking engagements in the Philadelphia area and 
a recording for broadcast, E. A. Roberts, president, Fidelity Mutual Life Insurance 
Co., had important speaking engagements in other cities at the launching of Com- 
munity Chest drives during October. 

Mr. Roberts is also president of the United Defense Fund which is embraced 
in the Community Chest drives and was principal speaker at the opening of the 
campaigns in Dayton, O.; Pittsburgh, Pa.; Williamsport, Pa., and Chicago, Ill. He 
had been scheduled to open-the campaign in Cleveland, but was unable to reach the 
city when his plane was grounded on account of bad weather. 





INDIANA SALES CARAVAN 

Evansville, Ind. March 27; Indian- F. W. Whaley, Jr., Named 
apolis, March 28; and South Bend, Launching a program of active sales 
March 29 will be sites for next year’s development in the State of Minnesota, 
meetings of the Caravan Sales Con- Pacific Mutual Life has named Frank 
gress of the Indiana State Association, W. Whaley, Jr. as general agent at 
according to an announcement by Law- Minneapolis. Mr. Whaley is a native 
rence Leland, assistant director of agen- of Minneapolis and prior to his Pacific 
cies, American United Life, Indianapolis, Mutual appointment was assistant state 
caravan chairman. Assistant chairman manager there for Reliance Life of 
is James Bettis, general agent, Berk- Pittsburgh. He is vice president of the 
shire Life, Indianapolis. It will be Minneapolis Accident & Health Under- 
the fourth consecutive year for the Indi- writers Association and coordinator for 
ana caravan. the Life Underwriters’ organization. 







¢ Seven completely new plans 
Non-Aggregate 
¢ Renewable to 65 
e House confinement never required 
¢ Non-medical privilege 
Two broad occupational classes 


Commercial A-D and E-F 





Matthew Woll Addresses 
Residential Appraisers 


Inaugurating another season of meet- 
ings for the New York Chapter of the 
Society of — Residential Appraisers, 
Mathew Woll, president, Union Labor 
Life, called for a realistic attitude con- 
cerning family home ownership. Mr. 
Woll was the honored speaker for the 
society’ s first fall session held recently 
in New York City. 

Speaking before a group whose duties 
he described as a “real public trust which 
must be used with utmost caution and 
concern for all who seek your service 
and guidance,” Mr. Woll remarked that 
“home ownership for many families that 
call themselves home owners today is an 
illusion rather than a reality.” He sup- 
ported this with his belief that “the Fed- 
eral Housing Administration mortgage 
insurance protects the mortgace lender 
and not the home buyer.” He pointed 
out that “the ratio of mortgage loans to 
property values has increased” and “in 
too many instances these mortgages 
represent loans based on highly inflated 
values.” 

Noting that as president of a life in- 
surance company he must examine and 
approve all mortgage applications made 
to the company he heads, Mr. Woll 
added that “it is indeed frequently pain- 
ful to witness the extent to which appli- 
cants are mortgaging themselves into 
the future. Should our nation within the 
next few years find itself in a deflation- 
ary period, the average man may well 
find himself burdened with payments far 
beyond his means and stand the risk 
of losing what he has invested. Inflation 
is usually always followed by deflation, 
and the latter are always bitter periods 
for the wage earner.’ 

Said Mr. Woll, “Let us pause to con- 
sider the statistical average man who 
has a wife and two children, earns ap- 
proximately $4,500 a year, and has a 
small amount of accumulated savings or 
some equivalent cash fund, such as sav- 
ings bonds. 

“Purchasing a home at today’s or re- 
cent inflated prices in most instances 
means depletion or near depletion of 

cash accumulations and assuming the 
obiaation or mortgage payments for a 
period of 20 to 30 years. Because of 
the current high prices of realty, the 
amount of the mortgage is usually large, 
requiring monthly expenditures for ex- 
penses, including amortization, taxes and 
other operating expenses. 

Joseph Malza, mortgage loan director 
of Union Labor Life and president of 
the New York Chapter of the Society of 
Residential Appraisers, presided at the 
meeting. 


KENNETH C. WILSON NAMED 

Manufacturers Life has appointed 
Kenneth C. Wilson as manager of the 
Peterboro, Ontario, branch. 
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Opening to traffic of the New Jersey 
Turnpike, the first sections of which 
are going into use this month, is cited 
by the Institute of Life Insurance as 
an outstanding example of how the funds 
which policyholders accumulate through 
life insurance are put to work through 
investment for the benefit of the com- 
munity, pending the time they are need- 
ed to pay claims. 

The Turnpike, constructed at a cost 
of approximately 250 million dollars and 
stretching 118 miles from the Delaware 
River Bridge at Deepwater to an ap- 
proach to the George Washington 
Bridge, has been largely financed by the 
life insurance companies. The _ initial 
financing for this project, in the amount 
of 220 million dollars, was privately 
arranged with a group that included 
33 life insurance companies located 
throughout the country. Five of every 
six dollars of this financing was sup- 
plied by these companies, the balance 
of the bonds being taken by various 
New Jersey State funds, a number of 
savings banks, and insurance, fire .and 
casualty companies. An additional 35 
million dollars to meet the rising costs 
of the defense emergency was raised 
through a public issue of bonds last 
month. 


Bonds Mature in 1985 


The bonds, in which the life insurance 
companies have invested their policy- 
holder funds, mature on January 1, 
1985, carry an interest rate of 314% 
and are payable from the revenues of 
the Turnpike. Provision is made for the 
redemption of a certain amount of 
bonds each year, starting in 1960, on a 
basis calling for the amortization of the 
entire 220 million dollars by maturity. 
Estimates indicate that available revenue 
will exceed by a substantial margin the 
amount required to pay the interest and 
principal of the bonds. 

The Turnpike, built by the New Jer- 
sey Turnpike Authority, an agency 
created by act of the New Jersey Legis- 
lature in 1948, forms an important link 
in a chain of superhighways ultimately 
to run from Chicago to Boston. It will 
eventually connect on the west with 
the Pennsylvania Turnpike and the 
projected Ohio and Indiana Turnpikes, 
on the north and east with New York 
Thruway and the Merritt and Wilbur 
Cross Parkways in New England. Traffic 





Provident’s 1952 Dividends 


M. Albert Linton, president, Provident 
Mutual Life, Philadelphia, has an- 
nounced that, on life and endowment 
plans, the company’s 1951 dividend scale 
will be continued for 1952. Favorable 
mortality experience on these plans, to- 
gether with the recent upturn in interest 
rates, have made it possible to continue 
the 1951 scale, despite heavier Federal in- 
come taxes,” said Mr. Linton. 

At the same time, Mr. Linton an- 
nounced an increase in the dividends on 
practically all term policies and sunnle- 
mentary level term agreements. On fam- 
ily income and other decreasing Term 
insurance agreements, the 1951 dividend 
scale will continue to apply unchanged 
since it already reflects the favorable 
current mortality. 





BANKERS LIFE SCHOOL 

Sixteen Bankers Life agents from 12 
agencies of Bankers Life of Des Moines, 
attended a home office sales training 
schoo] in Des Moines “November 5 - 10. 
The school, first in a series of three for 
the company’s salesmen, was under the 
direction of Roy A. Frowick, director 
of training schools. 


Life Co. Funds Benefit Community 


from the South also will be facilitated. 

The New Jersey Turnpike is the latest 
in an increasing number of toll roads 
speeding motorists up and down and 
across the country. The financing of 
these toll roads has been facilitated 
by the fact that over the last 25 years 
the investment soundness of bonds se- 
cured by revenues from traffic on_ toll 
roads, bridges and tunnels, has been 
pretty well demonstrated. 

Private negotiation of the _ initial 
financing for the New Jersey Turnpike 
made possible substantial interest sav- 
ings during the construction period since 
the bonds were issued only as_ the 
money was needed rather than prior 
to the start of construction. 

A number of large life insurance com- 
panies were approached in the Spring 
of 1949, a few months before construc- 
tion began, and asked if they would be 
willing to make a forward commitment 
of the funds on a _ money-as-needed 
basis. The Turnpike Authority, and its 
financial advisers saw no need to float 
bonds and start paying interest as con- 
struction got under way, as most of the 
spending would not be done until 1951. 
They therefore attempted to, and did, 
sell the securities on a delayed- delivery 
basis, paying the purchasers a small 
commitment fee and getting a purchase 
contract from each of the insurance com- 
panies. 

The method followed was much the 
same as a construction loan that a 
builder might obtain when starting a 
new project; however, for a public proj- 
ect of such large proportions, it had 
been generally thought impracticable to 
handle the financing in this manner. In 
fact, the New Jersey Turnpike is said 
to be one of the first applications in this 
field of this method of financing with its 
recognized economies. 

















An aggressive life insurance sales producer with managerial 
capacities who aims toward having his own agency. If you 
see, know or are that man,communicate with Roy A. Foan, 
Vice President and Director of Agencies, Postal Life Insurance 
Company, 511 Fifth Avenue, New York 17, N. Y. 

















Eugene Thore Talk 


(Continued from Page 8) 


gently and fairly upon requests for com- 


mission adjustments. 


Zon Mason, executive vice president 


of International Union of Life 


ance Agents, a group of Industrial 
agents employed by the Metropolitan 
and Prudefitial in Ohio and Wisconsin, 
the need for increases i 
rates. He joined Miss Pat- 
terson in recommending a special indus- 


emphasized 
commission 
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try commission to pass upon requests 
for increases. 

Lawrence B. Gilman, counsel for 
John Hancock, contended that the in- 
surance business should be put on the 
same footing as other businesses and 
that the 10% catch-up and the cost of 
living formulae should be adapted to 
outside salesmen compensated by com- 
mission. He urged that any control plan 
be on a self-administrating basis. 


What the Situation Now Is 


Since the he aring, the panel has held 
a number of meetings and a recommen- 
dation is anticipated within the near 
future. It has been informally suggested 
that there will be no control on in- 
creased earnings due to increased vol- 
ume or increases in insurance rates. It 
is anticipated that the Wage Board 
panel will recommend a commission in- 
crease formula which will take into 
consideration the aggregate commis- 
sions paid upon the volume of business 
done during a base period, allowing an 
increase in commission rates which will 
produce as aggregate éarning on the 
same volume not in excess of 10% of 
the earnings during the base period. 

“Press reports indicate that the sal- 
ary board has already handed Admin- 
istrator Johnston a recommendation for 
the regulation of commissions,” con- 
tinued Mr. Thore. “This action would 
seem to be premature and inconsistent 
with Administrator Johnston’s view 
that the salary board should follow the 
wage board. The recommendation has 
not been acted upon and Johnston is 
holding it up pending receipt of the 
wage board panel’s recommendation. 
We have received fragmentary com- 
ments indicating that the salary board 
proposal would permit no increase in 
commission rates unless ‘necessary to 
correct group inequalities such as main- 
taining an individual’s income at 1950 
levels.’ 

“It can be seen from this explana- 
tion,” said Mr. Thore, “that the wage 
board panel’s proposal will probably be 
in conflict with the salary. board pro- 
posal. It is doubtful whether the ad- 
ministrator will adopt inconsistent regu- 
lations dealing with outside salesmen 
compensated by commission. It must 
be borne in mind that all information at 
this time is tentative and it is hoped 
that this matter will be clarified within 
the near future.” 


R. H. OLBERG APPOINTED 
R. H. Olberg has been appointed by 
Monarch Life of Canada as branch 
manager at the Northern Alberta 
branch in Edmonton, succeeding R. W. 
Knechtel. The latter becomes superin- 


tendent of agencies at Winnipeg head 
office. 
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DISABILITY UNDERWRITING 


current resurgence of disability 
whether as income disability 


The 
insurance, 
in connection with life insurance poli- 
cies or aS separate sickness and accident 
contracts, will recall to many with long 
memories the enthusiasm for these cov- 
erages in the 1920's; the sad underwrit- 
ing experiences of the depression °30's; 
accompanied by a hasty retreat of most 


companies either by abandoning income 


disability entirely or greatly restricting 
sickness benefits under those policies. 
If this revival of interest in disability 


insurance is merely coincidental with a 
boom psychology to be followed by ex- 
cessive losses when the boom subsides, a 
great underwriting lesson may be learned 
from the previous disability cycle. 

So great the enthusiasm for in- 
come disability in the lush 1920’s that 
there was hardly a limit placed upon the 
such benefits under the for- 


was 


amount of 
income of 1% of 
face amount of the 
Many policyholders were insured 


mula of a monthly 


the life insurance 
policy. 
for more than 100% of their 
was not general practice in 
those days to ask an applicant how much 
carried. 


income be- 
cause it 
disability insurance he already 
Even if limits were set, most companies 
would accept risks of $1,000 to $2,000 a 
month disability income. 

With the insurance business booming, 
both in 
The 


stimulating climate of economic prosper- 


there was great competition 


underwriting and claim settlements. 


ity in time gave way to the clouds of 
depression. Incomes were reduced. 
Claims mounted. Disability losses ex- 


ceeded 100% of 

Disability underwriting today is a ma- 
ture science compared to the 1920's. 
Neither are the lessons of the past lost 
on the underwriters of the present. Earl 
M. MacRae, the Occidental 
Life of California, a company which did 
not abandon writing: disability in 1931 
when most other companies did and has 

long experience in accident and sick- 


premiums. 


actuary of 


ness insurance, covered this subject in an 
interesting and informative paper before 
the Institute of Home Office Under- 
writers last week. He put his finger 
on one of the problems of disability un- 





derwriting when he discussed insurable 
interest: 

“In life insurance” he said, “we try to 
limit the amount on any one life so that 
the beneficiary will not profit financially 
by the death of the insured. In disability 
insurance the same principle applies with 
much greater force because the prospect 
of living on disability income is much 


more pleasant than the prospect of 
death. Usually it is fairly easy to restrict 
the amount of disability income if all 


the facts regarding earned income and 
amount of disability insurance in force 
The general rule in issuing 
income disability is to limit the benefit 
to 50% of earned income. Most compa- 
nies will not grant income disability in 
excess of $500 per month in all compa- 
nies. It is in this respect that we need 
to consider a change in practice since 
there are undoubtedly a considerable 
number who would be good risks for 
larger amounts of monthly income. How- 
ever, we must remember that disability 
underwriting has been least effective in 
the case of policyholders who were 
granted large amounts of monthly in- 


are known. 


demnity.” 





REALISTIC APPROACH TO AUTO 
ACCIDENT PROBLEM 

At a time when the automobile acci- 
dent problem is becoming increasingly 
more acute it is encouraging to note the 
realistic approach to its solution taken 
past few weeks by the Binder 
3altimore, Inc., and the Greater 
York Insurance Brokers’ 


in the 
Club of 
New 
tion. 

The Binder Club on November 1 held 
a panel discussion on the problem in 
which the participants were the chair- 
man of the Baltimore’s traffic commis- 
sion—Preston D. Callum; the chief 
magistrate of the city’s traffic court— 
Judge Stanley Scherr, and the Maryland 
State Police in the person of Lieutenant 
Joseph W. Cushwa, in charge of its 
traffic collision statistical bureau. One of 


Associa- 


the ideas favorably received was the 
traffic court’s school for teen-age of- 
fenders. 


The New York project will take the 
form of a Town Hall forum on Novem- 












WILLIAM R. FORD 


William R. Ford, former public rela- 
tions director of Factory Insurance As- 
sociation in Hartford is on the executive 
staff of Rotary International in Chicago, 
a post he took on November 1. A native 
of Hico, Texas, Mr. Ford was graduated 
from Southern Methodist, Dallas, in 
1926, and later taught languages and 
music there. In 1933 he served as educa- 
tional director for the Dallas Fire Pre- 
vention Council and as fire analyst and 
public relations director for Dallas Fire 
Department. In 1942 he joined the 
United States office of Civilian Defense 
at Washington, handling fire protection 
education and public relations work, and 
from there went to FIA as director of 
information. 

* * x 

President Peter M. Fraser of Connec- 
ticut Mutual Life was host November 
5, 1951, at the annual dinner of the com- 
pany’s Quarter Century Club. The group 
is composed of 117 employes who have 
been with the Connecticut Mutual 25 or 
more years. Special guests were eleven 
new members of the Quarter Century 
Club who observed their 25th anniver- 
saries with the company this year. They 
include Raymond W. Schiebel, Miss 
Ruth M. Long, George H. Redford, 
Harry L. Brown, G. Philip Peterson, 
Mrs. Emma C. Cebelius, James W. 
Maher, George R. Ohrstrom, Miss 
Minnie J. Scaglia, Miss Myrtle T. 
Stevens, and Charles Waikznis. 

* 


William J. Frazael, Petersburg, Va., 
insurance man, has been named by the 
Colonial Heights City Council as a mem- 
ber of the city school board. Mr. 
Frazael, a retired Army lieutenant-colo- 
nel, was appointed for a three-year term. 





ber 20 at which three New Yorkers, well 
known for their interest in the automo- 
bile accident problem, will outline a 
curative program. On the program are 
New York State Senator Seymour Hal- 
pern, chairman of the board of the 
Greater New York Brokers’ Association, 
who plans to introduce a bill for periodic 
inspection of motor vehicles at the 1952 
legislative session; Alex Goldberger, 
Brooklyn insurance broker, who will dis- 
cuss the automobile placing problem, 
claim practices and traffic law enforce- 
ment, and Ray Murphy, general counsel, 
Association of Casualty & Surety Com- 
panies, who will speak on the threat of 
compulsory automobile insurance and 
State Fund. 






















H. C. Conick and C. F. Trustam 





H. C. Conick, United States manager 
and president of the Royal-Liverpool 
Insurance Group, was guest of honor at 
a dinner given by C. F. Trustam, general 
manager of the Group, on the occasion 
of Mr. Conick’s 40th year in the insur- 
ance business. The dinner, held on No- 
vember 2, was attended by Mr. Conick’s 


colleagues. 
ae ee 


R. Howard Dobbs, Jr., president and 
treasurer of the Life Insurance Co. of 
Georgia, has been elected a director of 
Atlanta Gas Light Co. Mr. Dobbs is 
vice president of the Atlanta Chamber 
of Commerce, director of the Atlanta 
Rotary Club, director and treasurer of 
the Florence Crittenton Homes in At- 
lanta, steward of the Peachtree Road 
Methodist Church, and chairman of the 
Fulton County Board of Health. 





BERGSTRESSER 


ROBERT L. 


Robert L. Bergstresser, actuary of 
United States Life, was among 60 alumni 
of Drexel Institute of Technology, 
Philadelphia, recently awarded citations 
for professional accomplishments and 
civic contributions by the Institute. Mr. 
Bergstresser’s citation read: “For pro- 
fessional competence and educational 
interests in the field of insurance.” He 
is a Fellow of the Society of Actuaries, 
member of the Permanent Committee of 
International Congress of Actuaries and 
a member of the senior branch of the 
Actuaries Club of New York. 
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Erskine’s Talk to New York State 
Savings Bankers 

|. Douglas Erskine, secretary of In- 
surance Executives Association, is one 
of best balanced men I know. When 
I heard that he was to make a talk 
before a group of New York State sav- 
ings bank executives at the Bowery 
Savings Bank’s club room I went over 
to hear him because I knew that he 
would make a conscientious job of any- 
thing he undertook and wouldn’t talk at 
all unless he had something significant 
to contribute to his audience and would 
do so in a forthright manner. 

The savings bank people have an in- 
terest in fire insurance and its allied 
lines somewhat different from that of 
the regular type of assured. Every bank 
is handling hundreds of policies with the 
current status of which they must be 
encourant as it frequently changes. This 
is the insurance of patrons of the bank 
who have executed mortgages with the 
bank or have been given loans from the 
bank. 

Before Mr. Erskine began his talk the 
bankers had a question and answer 
forum of their own in which baffling 
problems confronting them and how they 
are handled by companies came up for 
discussion. Many of these questions had 
to do with cancelations of insurance, or 
increases or decreases of lines and simi- 
lar matters, all of which add to the 
clerical work of banks. Attitude of vari- 
ous insurance companies in current situa- 
tions was told the bankers by members 
of the audience as they related their 
own experiences. Not all companies con- 
sider these problems the same way. 

Mr. Erskine’s talk was along broad 
lines of fire and allied insurance opera- 
tions, and he did not in his address dis- 
cuss the day-by-day operations of insur- 
ance companies in their relationship wth 
savings banks, nor in the question and 
answer period which followed his del- 
livery. 

The topics discussed by Mr. Erskine 
were Government Regulation, based on 
the Supreme Court of the U.S. decision 
that insurance is commerce and the 
aftermath of that decision, including 
Public Law 15 which he explained ; the 
trends of inflation and what rising costs 
mean to the insurance business; multiple 
line underwriting; Government En- 
croachment; Insurance Against Flood 
Damage; War Damage; Size of the Fire 
Insurance Business; and Public Rela- 
tions, He began his talk by saying: 

“We in the fire insurance business, 
like savings bankers, attend many meet- 
ings—for the most part meetings of our 
own people—and we hear many speakers, 
most of whom are in our own busi- 
ness. It is refreshing, therefore, occa- 
sionally to step out of one’s purlieu and 
to exchange views and ideas with men 
engaged in another business. 

“It is a pleasure to meet with so many 
men, at one time and in one place, en- 
gaged j in a business that is closely asso- 
ciated and vitally interested in the busi- 
ness of insurance. You and we have a 








community of interest. We both repre- 
sent established institutions, many of 
them founded more than 100 years ago 
and all of them doing business on the 
basis of good faith and relying upon 
the trust and confidence of the. public. 
The two businesses, savings banks and 
insurance, operate under supervision and 
in some instances under the same super- 
visory authorities. To an unusual degree 
our duties and responsibilities are simi- 
lar. We share the custom of much the 
same people. For these, and doubtless 
many more reasons, it is proper and 
desirable that we should have mutual 
respect and understanding. And it is 
on this premise that I venture to discuss 
with you some of the subjects engaging 
the thought and attention of the execu- 
tives of fire insurance companies.’ 

The ig age seemed most interested 
in what Mr. Erskine had to say about 
War Damage; about Government en- 
croachments and the significance of 
President Truman’s proposal for flood- 
disaster insurance, together with the po- 
sition of the fire insurance companies 
relative to those subjects. 

In his talk on War Damage Mr. 
Erskine said that despite the successful 
record during World War II of the 
War Damage Corporation which was 
created under the former RFC Act and 
operated under the auspices of RFC no 
provision has yet been made by the 
Congress for treatment of war damage. 
Several bills have been submitted which, 
with minor differences, would provide 
for succession of War Damage Corpora- 
tion. On the other hand, the Director 
of the Bureau of the Budget has ad- 
vanced the opinion that any new plan 
should be based upon the nslaaetee of 
indemnity without involving the payment 
of premiums. This opinion has_ had 
substantial support. “Here, at the mo- 
ment, the matter stands in status,” said 
Mr. Erskine. “I presume that when the 
Congress reconvenes it will deal with 
the subject, provided the threat of war 
continues. 

The question of how the matter should 
be handled is serious and perplexing, he 
said—more serious and more difficult 
now than in 1941 and 1942. Before the 
attack on Pearl Harbor the capital 
stock fire insurance companies had con- 
cluded that with regard to the protection 
of property against damage caused by 
enemy attack, they could not, with good 
conscience, undertake to provide in- 
demnity—so great were the catastrophic 
possibilities. 

“Through the medium of our office,” 
he continued, “the companies apprised 
the Government of their position. Sub- 
sequent discussions resulted in the for- 
mulation of a program that took definite 
shape shortly after the Pearl Harbor 
attack and was enacted in law on 
March 27, 1942. War Damage Corpora- 
tion, thus created, utilized the services 
and facilities of the entire fire insurance 
business and operated successfully, ulti- 
mately turning into the Treasury of the 
U.S. some $210,000,000 after payment 
of all expenses including the nominal 
losses that were incurred. 

“But, as I have stated, the problem 


of the treatment of war damage is much 
more complicated now. The employment 
of atomic bombs and more effective 
weapons increases the probability of 
devastating losses that might tax or 
exhaust the resources of the Govern- 
ment. Even so far as property is in- 
volved, the risk is enormous and 
incalculable. It is for the Congress to 
decide what kind of a program should 
be adopted, and the decision will be a 
difficult one. But the problem is even 
more complicated than I have so far 
indicated. For questions have arisen re- 
garding compensation to workmen and 
civil employes injured or killed as a 
result of enemy attack. I shall not 
elaborate on the questions presented, 
but you can readily perceive that the 
questions are momentous. 

“As to the position of the fire com- 
panies on these matters, they are again 
prepared to offer their facilities to the 
Government to assist in carrying out 
such program as the Congress may 
adopt. Assurances to that effect were 
given to the Committee on Banking and 
Currency of the House when that com- 
mittee was considering the reactivation 
of War Damage insurance.’ 


eS) ee 


Government Encroachment and 

Insurance Against Flood Damage 

In his talk before the New York State 
savings bankers J. D. Erskine said on 
subject of Government encroachment: 

“The government, federal, state and 
local, is presently in the insurance busi- 
ness to an extent not commonly realized. 
The federal government has its crop 
insurance program, federal deposit insur- 
ance, old-age insurance, veteran’s life 
insurance, etc. The states and local 
governments, through - self - insurance 
funds and otherwise, have gotten into 
the fire insurance business, workmen’s 
compensation, automobile insurance, hail 
insurance, etc. These government insur- 
ance schemes are insidious in that they 
are pictured as being something which 
they are not. In most cases the re- 
semblance to commercial insurance, as 
it is practiced and understood, stops 
with the label ‘insurance’ which is ap- 
plied to them and actually they fre- 
quently amount to little more than 
government subsidies with the unsus- 
pecting taxpayers footing the bill. 

“The most alarming aspect of these 
so-called government ‘insurance’ projects 
is that they are usually started with 
limited specific purposes and objectives 
but too frequently they expand to activi- 
ties and devices which intrude upon our 
business. For example, several years ago 
our federal government inquired of the 
fire insurance business whether it would 
oppose the government providing pro- 
tection to farmers against crop loss or 
failure due to certain perils such as 
pests, disease and drought. Inasmuch 
as the project, as then outlined, em- 
braced a field which private insurance 
companies elected not to occupy, on the 
ground that the perils were uninsurable 
on a business basis, the private insurance 
companies decided that they could not 
interpose objections to the project as 
initially contemplated. However, after 
a few years of disastrous results at the 
expense of the taxpayers, the govern- 
ment expanded its crop insurance activi- 
ties to include perils such as fire, wind- 
storm and hail, and to apply cov erage not 
only to crops in the field, as originz ally 
contemplated, but also to those hi irvested 
and stored in barns, warehouses, sheds 
and compresses. 

Discussing insurance against flood 
damage Mr. Erskine said a case in point 
is the proposal for_flood-disaster in- 
surance contained in Pre sident Truman’s 
message to the Congress in August last. 
Continuing he said: 

“You will recall that in connection with 
his recommended plan for the rehabili- 
tation of flood-stricken areas, the Presi- 
dent proposed a system of flood insur- 
ance to be based, if possible, upon 
private insurance with reinsurance by 
the Government. The President went on 
to say that the plan was dependent 
upon the demonstration by private insur- 
ers that they can meet the needs of 
those seeking insurance at reasonable 
rates. The President went on to state 
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that once the system of flood insurance 
was in effect, there should be no need 
in the future for a program of partial 
indemnities such as he had proposed for 
the Mid-west flood victims, adding that 
as a permanent national policy insurance 
is far superior to direct Federal pay- 
ments. 

“The proposals by the Presidext re- 
ceived very careful consideration by the 
Committee on Appropriations which con- 
cluded not to approve the proposal to 
indemnify flood victims and not to ap- 
prove the proposal for the establishment 
of a Government administered nation- 
wide flood insurance program for which 
an initial appropriation of $50,000,000 
had been requested. 

“In the hearings before a subcom- 
mittee of the Committee on Appropri- 
ations, it was patent that the sponsors of 
the proposed insurance program had 
some idea that the proposal was not 
entirely sound for there was some sug- 
gestions that the proposal could be 
sweetened up by bringing in some other 
subjects of insurance. I mentioned that 
the Committee on Appropriations with- 
held its approval of the proposal for 
indemnity and the proposal for flood 
insurance, but as the President has 
stated that he intends to press for the 
flood insurance plan, it is likely that the 
subject will come up again when Con- 
gress reconvenes. 

“The position of the fire insurance 
companies on the matter was stated to 
the Committee on Appropriations in 
this way: ‘Property insurance is based 
upon the principle that the contributions 
of the many take care of the losses of 
the few. Experience has indicated that 
flood insurance is sought only by those 
who are exposed to flood damage. If this 
indication is correct then we must expect 
a majority, and possibly all of those pur- 
chasing this protection, to be claimants 
in the event of the recurrence of the 
recent flood conditions. This by defini- 
tion removes the program from the field 
of (property insurance. 

“The fire insurance companies gener- 
ally have refrained from engaging in 
flood insurance because they would have 
to contend with what is termed in our 
business ‘an adverse selection.’ Although 
no poll has been taken, I presume that 
the great majority of the companies are 
of the opinion that it would not be 
prudent for them to engage in writing 
insurance against flood damage to fixed 
property. I say ‘fixed’ property in con- 
trast to ‘mobile’ property or property 
in transit, which is commonly insured 
under certain types of automobile or 
inland-marine policies. Even though the 
fire insurance companies at the present 
time do not see how thy could prudently 
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Hold N. J. Panel on 
Multiple Peril Risks 


ROERINK LEADS DISCUSSION 


Experts Sitieane: ‘uaitioesi Discuss 
Progress to Date and Future Possi- 
bilities of Multiple Underwriting 
The New Jersey Chapter of CPCU held 
a symposium on multiple peril policies 
at New Jersey Insurance Day, Novem- 
ber 14, at Newark, with Garret W. 
Roerink, CPCU, analyst, American In- 
surance Group, as the lead-off speaker 
who posed the questions for discussion. 
The research committee which super- 
vises CPCU study classes at Rutgers, in 
addition to Mr. Roerink, all CPCU’s, is 

as follows: 

Abner Benisch, partner in the New- 
ark agency of Jay & Jay; Walter 
Mintz, partner in the Kearny agency of 
Mintz & Co.; John M. Parker, Jr., spe 
cial agent at Newark for the Fire As- 
sociation; Paul S. Parris, resident vice 
president in New Jersey for the Fidelity 
& Deposit Co.; Sidney Rudolph, local 
agent at Passaic. 

Members of Panel 

Following were the members of the 
seminar panel: F. E. Binninger, Indi- 
anapolis, manager of the home office 
claim department of the Indiana Lum- 
bermen’s Mutual Insurance Co.; Roy 
C. McCullough, manager of the Mul- 
tiple Peril Insurance Rating Organiza- 
tion, formerly Deputy Insurance Super- 
intendent of New York; H. A. Taylor, 
vice president in charge of underwriting 
for the Federal Insurance Co., which is- 
sues the combined additional coverage 
endorsement; Scott F. Coffin, Mansfield, 
Ohio, vice president in charge of un- 
derwriting for Lumbermen’s Mutual In- 
surance Co., and Leon A. Watson, gen- 
er dl manager of the Fire Insurance Rat- 
ing Organization of New Jersey. 

oy Roerink listed the following ques- 
tions for discussion: 

“What brought about the change from 
single line to multiple line underwriting 
and consequently from policies cover- 
ing only perils in the groups of fire, 
casualty, etc., to the threshold of mul- 
tiple peril policies? 

“What can we do now that we 
coul in’t do before? 

“Why don’t the companies do it more 
extensively— more rapidly? 

“What has been accomplished so far, 
anywhere in the country, about utilizing 
multiple line power to put on the mar- 
ket new combinations of coverages 
straddling the old fire, casualty, and in- 
land marine divisions?” 

Nullified Appleton Rule 

Under the first topic, Mr. Roerink 
explained that up until a few years ago 
the statutes of most states did not per- 
mit a company to write both fire and 
casualty lines; that New Jersey amended 
its law to permit one company to write 
both kinds of insurance in 1947 and that 
New York amended its statute in 1949, 
and thereby nullified the effect of the 
Appleton Rule, which was_ restrictive 
because of its extra-territorial effect. 
At this time, he said, only Ohio and 
Arizona have not changed their laws 
to permit multiple line underwriting. 

Now, said Mr. Roerink, fire or casu- 
alty companies can become fire and 
casualty companies with sufficient capi- 
tal and surplus and many of the com- 
panies have taken advantage of this and 
after they have adjusted themselves in- 
ternally on existing types of the new 
program, they will be ready to consider 
the issuance of new policies which are 
not limited by the compartments of fire 
and casualty. Such multiple perils pack- 
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Mahn Has New Duties 
With Springfield-Group 


GARNETT RETIRES FROM WORK 





Secretary, Recently Transferred to 
Home Office, To Be Head of Under- 


writing in Southeast 





The Springfield Group of Insurance 
Companies announces that Secretary C. 
Hohman Mahn, recently transferred to 
the head office in Springfield, Mass., 
has been appointed officer in charge of 
underwriting in the southeastern states. 
He succeeds Vice President Carroll L. 
Garnett, who is retiring from active 
association with the company. 

A native of Southern Missouri, Mr. 
Mahn attended Washington University 
in St. Louis and, after leaving college, 
became a local agent for the Springfield. 
He later joined the company as a field- 
man and for several years has been in 
charge of the group’s St. Louis office. 
He was elected secretary last July. 


Garnett Is Retiring 

Vice President Carroll L. Garnett, who 
has served the company since 1912, first 
as_a fieldman and for 32 years as an 
officer, is retiring at his own request 
and in accordance with the company’s 
pension plan. 

A native of Virginia, Mr. Garnett at- 
tended Virginia Polytechnic Institute 
and was later appointed special agent 
for the Springfield in his home state. 
He was called to the head office in 1919 
as an assistant secretary. He was elect- 
ed secretary in 1932; and vice president 
in 1946. Mr. Garnett has supervised the 





Arthur Johnson 
C. HOHMAN MAHN 
company’s southern department for 
many years. 

On November 5, 22 officers of the com- 
pany gathered at the Colony Club in 
Springfield to honor Mr. Garnett. As a 
tribute to his outstanding record, he was 
presented with a_ silver after-dinner 
coffee service. 


Lansdowne Sails for England 
Following New York Visit 


E. Lansdowne, general manager of the 
North British & Mercantile Insurance 
Co. at the head office in London, sailed 
for England on the Queen Elizabeth 
November 14, after a visit of several 
weeks at the company’s United States 
headquarters in New York. 








THE EDRIS SERVICE CORP. 


Now Located at our New Offices 


161 William St., New York 38, N. Y. 
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FIRE INSPECTIONS 
Complete Physical Description: 


*CONSTRUCTION 
*INHERENT HAZARDS 
*VERTICAL OPENINGS 

*CUT-OFFS 
*SUMMARY AND LOSS RECORD 
*HOUSEKEEPING 
*PRIVATE AND PUBLIC PROTECTION 
*DEFECTS ANALYSIS 
*RECOMMENDATIONS 


Covering the New York and New Jersey 
Metropolitan Area 
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37 YEARS OF CONTINUOUS SERVICE 
PHONE: DIGBY 4-3570 
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COURSE 
Consecutive Term by the Pohs Method 
Starts Mon., Dec. 3, for 
Broker’s Examination on Mar. 19, 1952 
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BROKERAGE SCHOOL 
Write, phone or call for Booklet 


INSTITUTE OF 
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132 Nassau es 
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Economic Illiteracy of 
Insurance Widespread 


MISUNDERSTANDING BY PUBLIC 


Bidwell, Manhattan F. & M., Analyzes 
Problems of Rates, Profits, Local 
Agents and Govt. Competition 








Economic _ illiteracy concerning all 
levels of property insurance is the 
most vital public relations problem con- 
fronting the industry, Kenneth J. Bid- 
well, vice president of the Manhattan 
Fire & Marine, told delegates to the 
annual meeting of the Kentucky Asso- 
ciation of Insurance Agents at Louis- 
ville, this week. 

“Until the public understands that 
we perform a sound economic function, 
it is not likely to be overly impressed 
with the extracurricular jobs we do in 
the field of fire prevention, safety or 
any similar area of social service,” Mr. 
Bidwell declared. “These extracurricu- 
lar jobs are worthwhile and they should 
be continued but, in the final analysis, 
they do not get at the root of our par- 
ticular public relations problem. That 
particular problem is to interpret and 
make clear to the public what it is that 
we do that no one else can do better.” 

The hard facts about private prop- 
erty insurance, the company executive 
pointed out, “are that it is competitive 
in the healthiest sense, that it has con- 
tinuing incentives to provide more cov- 
erage for less premiums and that it 
contains within itself solid spurs to in- 
creased efficiency for the ultimate bene- 
fit of the insuring public.” 

Four Items of Misunderstanding 

Mr. Bidwell listed four specific items 
of misunderstanding that deserve at- 
tention in a realistic approach to better 
public relations for the industry: 

1. “General understanding of rates is 
about as realistic as a Russian peace 
treaty. We ought to get across to the 
public the basic economic fact that 
companies and agents do not make 
rates—that rates are, in the final analy- 
sis, made by property owners them- 
selves. We ought to get across the fact 
that rates, if they are realistic, can 
never be changeless or static for very 
long. 

2. “Your neighbors and mine have 
only the foggiest idea of the part 
played by local insurance agents in 
making business tick in this country. 
Individual agents may be popular and 
well-liked and even applauded for their 
civic activities in a given community— 
but that is not what I am talking about. 
It is one thing to like some one per- 
sonallvy, and something entirely different 
to have a clear understanding of the 
importance of the work performed by 
that person. 

Insurance Profits Very Low 

3. “The same ignorance surrounding 
your work also blankets the companies 
with whom you place your risks. We 
should not, for example, blind ourselves 


(Continued on Page 31) 
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Chubb & Son, on November 11 started 
moving van loads of records and equip- 
ment from its New York headquarters at 
90 John Street to suburban New Jersey, 
where on November 13 some 450 em- 
ployes will man its newly erected office 
building at Short Hills. 

The move follows the decision of the 
company to decentralize, insofar as prac- 
tical, certain of its activities from the 
congested area of lower Manhattan. It 
was first announced in December of last 
year when the firm executed a long term 
lease on a 12-acre tract from The Pru- 
dential Insurance Co. 

Ground Broken Last Year 

The construction contract was awarded 
to Walter Kidde Constructors, Inc., and 
the ground was broken late last year. 
The building, a two-story brick and re- 
inforced concrete structure of modern 
design, contains 80,000 square feet of 
floor space and cost in excess of $1,500,- 
000. 

Although it is easily accessible through 
the Lackawanna Railroad and buses, it 
has ample parking facilities for more 
than 250 employes’ automobiles. 

Located just 25 miles from New York 
City, the Chubb & Son property fronts 
on the Morris and Essex Turnpike 


Many Chubb & Son Employes Move 
To Short Hills, N. J., Structure 





known as Route 24 and is adjacent to 
Canoe Brook Country Club. The plot is 
on the perimeter of a 135-acre tract 
which The Prudential acquired for the 
eventual erection of a completely inte- 
grated shopping center and for residen- 
tial improvement. 

Will Permit Further Decentralization 

According to Albert C. Wall, Chubb 
& Son partner in charge of the Short 
Hills operation, the building is designed 
to permit further decentralization in the 
future, as well as normal growth in the 
functions now being moved. He said 
the building marks a forward step from 
the standpoint of efficiency and person- 
nel relations. 

“It is our opinion,” he said, “that it is 
highly advantageous to move operations, 
where practical, from overcrowded busi- 
ness areas into suburban communities. 
It not only makes possible more pleasant 
working conditions for our staff, but also 
cuts down appreciably the amount of 
time they need to get to and from 
work.” 

The Chubb official said the company 
will continue occupancy of five of its 
seven floors at 90 John Street where it 
will retain the production and most of 
the underwriting phases of its business. 





North British Group’s 
Southern Fieldmen Meet 


The following fieldmen of the south- 
ern department of the North British 
Group are visiting the home office: 
James A. Brooks, Atlanta, Ga.; John 
R. Roberts, Houston, Tex.; i. A. 
Smith, Jr., Shreveport, iss Albert M. 
Smith, Dallas, Tex., and ‘Charles M. 
Sours, Jackson, Miss. 

While here they will attend an inten- 
sive conference under the direction of 
Secretary C. J. Williams. Discussions 
will also be led by other department 
heads on their specialties. 


EXCELSIOR ADDS TO CAPITAL 











Stockholders Vote Increase From $500,- 
000 to $600.000; Planning Committee 
Is Reappointed 

Forrest H. Witmeyer, president of 
Excelsior Insurance Co., Syracuse, N. Y., 
reports that in order to write certain 
broader coverages of insurance in the 
various states in which the company is 
entered, at a special meeting of stock- 
holders held November 12, the stock- 
holders voted to increase the capital of 
the company from $500,000 to $600,000, 
this increase in capital to be accom- 
plished by increasing the par value of 
the stock from $5 to $6 and transfer- 
ring $100,000 from surplus to capital. 

At the regular quarterly directors’ 
meeting which followed the special 
stockholders’ meeting, payment of a 
cash dividend of 20 cents per share, pay- 
able December 18, to stockholders of 
record November 28, was authorized by 
the directors. This is the 3lst consecu- 
tive semi-annual dividend that this com- 
pany has paid since 1936. 

Reappointed to the company’s plan- 





Great American Appoints 
Stubbert in Maine Field 


President John C. Evans of the Great 
American Insurance Co. announces the 
appointment of Richard G. Stubbert as 
special agent to assist State Agent Nel- 
son P. Gamage in Maine. He will make 
his headquarters at Portland with Mr. 
Gamage. Mr. Stubbert, a native of 
Maine, formerly was with the New 
England Fire Insurance Rating Organi- 
zation handling rating and inspection 
work at its Portland office. 


Parker Succeeds Bowersock 


On Board in New England 


President Donald C. Bowersock of 
the Boston and Old Colony Insurance 
Cos. has resigned as a member of the 
board of governors of the New Eng- 
land Fire Insurance Rating Association 
because of the pressure of other duties 
and Vice President A. Brooks Parker, 
Jr, of the same companies has been 
elected to fill Mr. Bowersock’s term 
which expires in 1953. 





ning committee were Chairman Alfred 
C. Sinn, agent-director from Clifton, 
Ni ks Carl McM. Crawford, agent-direc- 
tor and vice president of the company 
from Chester, Pa.; and Edgar J. Wells, 
agent-director from Groton, Mass. The 
committee, working closely with the 
management of the company, will work 
out the production details of the Excel- 
sior for next year. 

According to Mr. Witmeyer, 79 agents 
were appointed so far this year through- 
out the 11 states in which the company 
operates, and indications are that 1951 
will be a good year. 




















IT TAKES $2.31 TODAY 
TO REPLACE 1941’s 
DOLLAR! 


Building costs have increased so much in recent years 
that, unless property insurance has been brought up to 
value within the past three years, present insurance is in- 
adequate. Everything considered, it takes $2.31 to buy as 
much building today as $1.00 bought 10 years ago, accord- 
ing to Dow Service. In other words, “it takes $13,860 
now to buy as much dream house as $6,000 did in 1941.” 


Property-owners, especially home-owners, would do 
well to inspect their Fire Insurance policies now to see that 
coverage is adequate. Agents have a real duty to perform 
in that direction. They should also check clients’ policies 
to see that the Extended Coverage Endorsement is included 
against Windstorm, Explosion loss, etc. because recent 
storm losses, particularly, have revealed considerable un- 


der-insurance. 


Other under-insurance has developed where the mort- 
gagee is covered for his interest, but the owner’s equity is 
not properly protected. The home-owner has a constantly 
increasing equity as his mortgage is reduced, and should 
see that, at all times, the total value of the property is pro- 
tected. Only in that way will his own equity be fully pro- 


tected. 


Write our Advertising Department for a supply of our 
“Coinsurance Clause Explained” folder, as well as samples 
of “Increased Values” sales literature. Reasonable quan- 
tities will gladly be furnished to our Agents, free of charge. 
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Efficient Office Management Leads 


To Better Planning and More Sales 
By W. S. CHANDLER 


Secretary, Phoenix-Connecticut Group 


W. S. Chandler, secretary of the 
Phoenix-Connecticut Group, presented this 
talk on how to get more profit mileage out 
of an agency when he addressed the Color- 
ado Agents’ Association recently. As one 
who has had a wide range of experience 
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Our national advertising 
shown above is featuring 
the importance of adequate 
insurance coverage at to- 
day’s values. Are you fol- 
lowing through with your 
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you owe them... and it’s a 
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self in the esteem of your 
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with the problem of improving agency man- 
agement so as to bring higher profits for 
local producers Mr. Chandler’s remarks are 
of special value. His address is presented 
nearly in full, herewith: 

The steep rise in many agency opera- 
tions costs, notably office payroll, and 
the consequent effect they are beginning 
to have on the boss’s “take*home” pay 
is the most potent reason I can think 
of for selecting the “Problems of Agency 
Management” for discussion. 

It is becoming increasingly evident 
that a greater degree of management 
“know how” and_ individual. toil and 
sweat, including that of the “boss” is 
going to be required to offset climbing 
expense ratios and higher taxes. 

Lower Profits Call for Action 

If your agency’s statement is beginning 
to reflect a lower profit, then steps 
should be taken to overhaul and revita- 
lize the old agency machine so that it 
will give you more “Profit mileage.” 

When the primary responsibility and 
duty of the head of the agency is selling, 
why then is planned and organized pro- 
duction so rare? And it is relatively 
rare. In order to find the answer to this 


enigma and learn first hand about how 


agents actually handled their production 
planning and sales and tied it in with 
their office system, we asked our field 
force to make a direct check by personal 
interview of some 400 outstanding agents. 
We asked them this question: 

“Do you have a specific tested plan of 
production which you follow as con- 
sistently as possible?” 

Much to our surprise, more than one- 
half answered “no.” Many claimed hav- 
ing a fixed plan but confessed that they 
did not adhere to it because of lack of 
time! 

In order to compete successfully for 
his share of new business and control 
the ever-rising costs of operations, it is 
essential that an agent have a program 
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of planned selling and service that is de- 
signed to fit his particular needs. 
“Lack of Time” No Excuse 


It is absolutely of no value to work 
out an efficient plan on paper for han- 
dling the work unless strict self and su- 
pervisory discipline is used in carrying 
out the plan. According to the most suc- 
cessful agents in the business, it is on 
this one point that success or mediocrity 
depends. 

Lack of time is not a logical excuse 
for failing to dispose of at least a fair 
quantity of each one of 200 or more 
salable items of merchandise you have 
on your shelves, which is necessary if 
you are to have a balanced book of ‘busi- 
ness. 

However, insofar as the management 
of your agency is concerned there are 
logical reasons for lack of time. 

You are either trying to carry too 
heavy a work load or there is much 
room for improvement in your present 
office procedure and possibly also in 
your self-management in carrying out 
plans once made. 

Lack of time to accomplish our indi- 
vidual objectives is no new problem as 
we all face it every day. 

Generally speaking, additional help can 
be obtained. Therefore, I shall only dis- 
cuss the possibilities of salvaging “time 
to produce” by the employment of tested 
management procedures. 

In reviewing this matter we should not 
overlook the fact that Old Man Human 
Nature and that $5,000 chair which seems 
to be in so many agents’ offices will 
naturally influence the final results. 


Purpose of Good Office Management 

The end result of good office manage- 
ment is to enable the agent to fulfill his 
role as the “boss” of the organization; 
namely, to furnish initiative and super- 
vision. This requires the assignment of 
clear cut responsibilities and definite 
scheduling of operations for all agency 
personnel. 

Properly administered, this leaves no 
room or need for the agent to sit in his 
private office and burden himself with 
detail which most any one else can be 
trained to do and for a great deal less 
money. The agent’s time—and I fully 
realize you know this better than I do— 
should be largely free for the creative 
job of selling insurance. 

How is this happy state to be. at- 
tained? The first requirement is or- 
ganization of the agency as both a sales 
and a service agency—and to train all 
employes accordingly. 

This calls for much planning and time, 
but it will pay big dividends. Specifically, 
your office system should be so set up as 
to make every one of your office person- 


nel sales conscious and to also make 
your records constantly work and sell 
for you. 

Your line records, customer account 
cards, sales progress status cards, claim 
payment records all provide a lever for 
production. 

The obvious step to take in solving the 
“lack of time” problem is to explore 
every possible angle of your present sys- 
tem that will help you increase the 
amount of selling time. 

Tested Sales Procedures 

I should like to point out just a few 
of the important sales management pro- 
cedures followed by the larger agencies 
who have geared themselves and their 
office systems to develop maximum pro- 
duction and service. 

1. Carefully plan each day’s work and 
allocate a specific amount of time for 
personal production. 

2. Conduct frequent staff sales meet- 
ings including selected members of the 
office staff. An alert, sales-minded staff 
is most productive when their enthusiasm 
and efforts are coordinated with regu- 
lar producers. 

3. Supervise training of all producers, 

4, Plan, direct and review all producers 
activities. 

5. Plan and supervise frequent sales 
campaigns. 

6. Direct all advertising and publicity. 

7. Maintain adequate sales records of 
efforts made to take care of customers 
insurance needs. 

It is evident that some steps I have 
mentioned apply only to the larger agen- 
cies. However, it is also evident that 
there is just as great a need for sales 
management and sales control in the one 
man agencies. In their case, the “secret 
weapon” is continuous disciplined per- 
sonal management. 

Close Supervision of All Activities 

Close supervision of all agency activi- 
ties is essential. When it comes to su- 
pervision it often seems that while most 
agents are good salesmen many of them 
are poor supervisors. Supervision is easy 
to define but seemingly difficult to ac- 
complish. 

Referring again to the production 
value of your office records, how much 
do you utilize such records to help you 
in your production? There are many 
ways in which these records can be made 
to help produce new premiums. There 
is literally a gold mine in every well es- 
tablished agency in the form of potential 
premiums from old customers who need 
new insurance. The chances are you 
would be rich if you wrote all of the 
insurance they were presently buying or 
needed. 

There is a direct relationship between 
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production of new premiums and more 
“profit mileage,” therefore, the major 
part of all solicitations should be of 
present clients and profitable classes of 
business, as such business costs less to 
handle. 

These customers and friends present 
a challenge which is twofold. To meet 
it successfully you must— 

(a) Discharge your obligation as “in- 
surance advisor” to your present custom- 
ers by making sure that they are told 
about all coverages that they might 
need. 

(b) You must develop the maximum 
premium volume from each desirable 
account. 


Three Major Groups of Accounts 


To accomplish this many successful 
producers have adopted a plan whereby 
all accounts are divided into three major 
groups: the largest and best accounts; 
accounts with good growth possibilities, 
and small accounts with minimum pros- 
pects for growth. 

3y classifying accounts as suggested 
and maintaining adequate sales control 
records much time can be saved in serv- 
icing work—this act alone will enable 
you to determine if 15% to 20% of your 
time is being devoted to clients who 
account for only 5% of your income. 

A specially designed prospect finding 
sales progress record card is prepared 
for each risk in the -first and second 
groups. 

Vari-colored stickers are placed on 
both cards and folders to identify them 
by groups. When the name of the as- 
sured, address, and other data has been 
filled in, the card should then be checked 
carefully against records of insurance 
presently carried both by your agency 
and competitors, if known, and placed 
in front of the line folder file. The cards 
are then readily available for the pro- 
ducers reference before calling on an as- 
sured and also make follow-up by office 
personnel in the producer’s absence easv, 
thereby maintaining a higher level of 
service. 

Checking at renewal time levels off the 
work load in the office. By the end of 
twelve months all accounts will be prop- 
erly classified (with the exception of 
Term business which should also be 
carded) and a sales progress record card 
will have been completed for each risk 
in the first and second groups. 

Records of sales effort made and call- 
up data should be faithfully recorded 
daily to maintain a complete and up-to- 
date history of sales progress. When 
cards are marked for future call-up, they 
are placed in a separate file, properly in- 
dexed by date. “Out cards” are placed 
in the regular file, to insure prompt lo- 
cation of any given sales record. 


Buyers Beginning to Look for Best 


While new business seems fairly plen- 
tiful now, it appears that buyers are 
beginning to choose and are looking for 
the best and most for their money. Good 
service and good salesmanship are be- 
ginning to count for more. As everyone 
knows, a prospect is anyone with a little 
property and no relatives in the insur- 
ance business. 

As an illustration of the sales oppor- 
tunities existing and of the poor sales 
job done, I refer you to a recent survey 
made by a large casualty company on 
different forms of casualty insurance 
carried by various segments of the public. 
This survey shows among other things 
that there is a tremendous unsold mar- 
ket for comprehensive personal liability. 

Geographical checks developed that in 
the Mountain States only 22% of 
such prospects were insured, leaving 
77% unprotected. (Survey was based on 
23,131 interviews.) This gap in coverage 
illustrates the fact that many agents put 
over-emphasis on coverages already 
written, when they should remember that 
the vital part of any insurance program 
is not the insurance provided but the 
insurance needed and not provided. 

Uninsured losses are a poor testi- 
monial to our business. One guaranteed 
method of eliminating uninsured loss 
possibilities and of producing new pre- 





miums—particularly on the larger risks 
—is the use of the survey and analysis 
plan. It is a proven, effective, competi- 
tive weapon. 

Survey and Analysis Plan 


A first-class survey provides a definite 
insurance program to develop. You know 
exactly what forms of insurance are 
needed and can concentrate upon selling 
them. It places you in a position to 
speak with authority and confidence. It 
overshadows the sales effort of compet- 
ing agencies soliciting on a haphazard 
basis. 

Time devoted to this work must natur- 


be paid for in premium returns, so 
should make certain that each sur- 
vey and analysis is complete, concise, 
and accurate. Survey selling cannot be 
placed in the “mass production” class; 
the best prospects should be selected 
and sold one at a time. 

Any properly organized production 
program includes a “Customer Accounts 
Analysis Plan.” 

This plan should not be confused with 
“Survey and Analysis,” which is a 
method of presenting a complete insur- 
ance program to an assured. The “Cus- 


ally 
you 


(Continued on Page 30) 


North British Promotes 
Barlow in Michigan Field 


North British Group announces the 
promotion of Robert G. Barlow from 
special agent to state agent of the 


Michigan department, succeeding James 
N. Sharpe recently resigned to enter the 
local agency business. Mr. Barlow will 
continue to make his headquarters at 
2188 National Bank Building, Detroit. 

Mr. Barlow is well known to Michigan 
department agents, having been in 
charge of the engineering department 
for the past year and a half. 
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Berthold Harris Retires as Executive 
Secretary of New York Brokers’ Group 


Berthold 
the 
New 


service, 


The planned retirement of 
M. Harris, 


Insurance 


executive secretary of 
Brokers’ Association of 
York, after 35 years of 
was announced at the 53rd 
luncheon of the association 
Astor, November 13. 

Mr. Harris joined 
1916, as its first staff 
been engaged in the 
age business, first with the 
George HL. Norcross, then 
ently. The association was, 
known as the Fire, Marine 
Brokers’ hanneiataa of the City 
York, Inc. 

The retirement 


Brooklyn Beokers Assn. to 
Honor Bernard G. Werbel 


Inc., 
anniversary 
at the Hotel 


association in 
He had 
broker- 
firm of 

independ- 
at that time, 
& Liability 
of New 


the 
member. 
insurance 


€ ffec tive 


W ill become 


Bernard G. Werbel, best known for 
his work as an insurance educator, will 
be honored by Brooklyn Insurance Brok- 


ers Association at its 39th annual dinner 
November 29 at Hotel St. George, Brook- 
lyn. For years Mr. Werbel has conducted 
insurance courses for brokers and agents 
in addition to his own personal produc- 
tion. He teaches the general insurance 
course at Brooklyn Academy and is co- 
ordinator of the same type course at 
Hofstra College, Hempstead, L. I. and 
Adelphi College, Garden City, L. I. Mr. 
Werbel also gives an insurance review 
for producers eight — a year, spon- 
sored by the Home of New York. 

In bas ian ss of his service to the 
brokerage fraternity the Brooklyn Asso- 
ciation will present Mr. Werbel with a 
plaque at the annual dinner. Superin- 
tendent of Insurance Alfred J. Bohlinger 
of New York has been invited to attend. 


Form New Association 
At South Boston, Va. 


The South Boston Board of Insurance 
Underwriters was organized at a dinner 
meeting held at the Crestview Restau- 
rant near South Boston, Va., November 
2. Manager William Day, representing 
the Virginia Association of Insurance 
Agents, parent organization of the 
newly-formed association, was host to 
the following stock company agents who 


comprise the membership of the new 
group: John H. McRae and Jordan 
Sizemore, Fry, Jordan & Wilson, Inc.; 
W. L. Seymour and William Caldwell, 
W. L. Seymour & Co.; Arthur Tuck, 
Tuck Insurance Agency, and Ella P. 


Webb, Webb Insurance Agency, all of 
South Boston. 

At this meeting the following officers 
for the fiscal year 1951-52 were elected: 
John H. McRae, president; Arthur Tuck, 
vice president, and Ella Webb, secretary- 
treasurer. 


FLESHER NAMED IN TEXAS 

The elected officers of Abilene 
(Tex.) Fire & Casualty Insurance Ex- 
change for 1951-1952 are Raymond 
Flesher, president; Roy Skaggs, vice 
president; and Ada Greer, secretary. 


newly 


at an early date, when restaffing p'ans 
are completed. Mr. Harris will continue 
to conduct his insurance’ brokerage 
business and will perform clerical func- 
tions in the administration of the group 
insurance plan maintained by a large 
number of the association’s member 


firms, through elected trustees. 
Mr. Harris was presented with a cash 
gift by Eric W. Peniston, president of 


the association. The gift was the result 
of contributions by the members of the 
association. 

In addition to Mr. Peniston’s remarks, 
Senator MacNeil Mitchell paid tribute 
to Mr. Harris for his long and dignified 
advocacy of brokerage and public inter- 
est in the legislative halls. 


Broker’s Forum Held by 
Jaffe Agency, Brooklyn 


The Jaffe Agency, Inc., Brooklyn, held 
semi-annual forum for brokers, No- 
vember 13. The list of subjects discussed 
was prepared from answers to a ques- 
tionnaire, showing that the majority 
wished to consider contractors’ floaters, 
processors’ floaters and bailee policies. 
Al Lowenkron, manager Of the marine 


its 


department of the Jaffe Agency dis- 
cussed contractors’ floaters; Fred North, 
manager of the inland marine depart- 


the Marine Office of America 
processors’ floaters and Wil- 
inland marine underwriter, 
Insurance Co., handled 


ment of 
spoke on 
liam Seaman, 
New Zealand 
bailee policies. 





Named by Atlanta Agency 
James G. Hardy, Jr., has been pro- 
moted to the post of executive vice presi- 
dent and H. Dean Spratlin has been made 
: vice president of Spratlin, Harrington 
ages mse Inc., Atlanta agency. 

Mr. Hardy, who has been associated 
with the firm since 1944, will continue in 
his new capacity to supervise the mort- 
gage loan and real estate departments. 
Mr. Spratlin was formerly president of 
Spratlin & Samuels, Inc., a realty de- 
velopment firm. 


PA. COMMITTEE IS NAMED 





Members and Alternates Appointed for 
All Industry Exam‘nations Commit- 
tee to Insurance Dept. 

Insurance Commissioner Artemas C. 
Leslie of Pennsylvania announces new 
appointments for the All-industry Ex- 
zminations Committee, whose function 
will continue to be that of acting as in- 
dustry consultants with the Department 
in the preparation of examinations for 
licensing agents and brokers in the fire 
and casualty fields. The membership of 
the committee is made up of mutual and 


stock agency and company representa- 
tives, all of whom serve without com- 
pensation. 

Representing stock fire agents: mem- 
ber, W. Howard Stewart, chairman, 
Clearfield; alternate, Franklin W. Wood, 
Harrisburg. 

Mutual casualty companies: R. R. 
Root, Camp Hill; Edwin S. Warfield, 
Philadelphia. 

Stock fire companies: Edwin J. 
Renkey, National Union Fire, Harris- 
burg; Stuart H. Smith, Agricultural, 
Harrisburg. 

Mutual fire companies: Wm. C. Appel, 


Jr., Slippery Rock. 


Mutual casualty companies: H. Clay 
Johnston, Philadelphia; Wilson Flock, 
Kingston. 

Mutual fire agents: John H. Gillian, 
Philadelphia; Franklin H. Shuman, 
Meadville. 

Stock casualty companies: E. K. 
Lukert, Zurich, Philadelphia; Ray L. 
Walker, U. S. Fidelity & Guaranty, 
Philadelphia. 

Stock casualty agents: A. S. Feiner- 


man, Harrisburg; Charles G. Fickes, Jr., 
Harrisburg. 


FORM BROWNFIELD, TEX. BOARD 

The Terry County Insurance Exchange 
was formed October 11 by the leading 
agents who represent stock companies 
in Brownfield, Tex. The officers elected 
are W. T. McKinney, president; E. G. 
Akers, vice president; and Sid Lowry, 
secretary-treasurer. 
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NEW EXCHANGE IN TEXAS 

Franklin Fisher has been named pres- 
ident of the newly organized Brenham 
(Tex.) Insurance Exchange. F. L, 
Amsler, is vice president, and Charles 
W. Rankin, Jr., secretary - treasurer, 
Hollie Danvers, past president of the 
Texas Association of Insurance Agents, 
will address the group’s next meeting, 
November 19. 

TEXAS DEPARTMENT MOVES 

All divisions of the Texas Insurance 
Department have moved into new quar- 
ters in new International Life Building 
at 815 Brazos Street, Austin. The De- 
partment occupies 10 of the building’s 11 
stories. 


ALEX J. FRASER DIES 
Alex J. Fraser, who operated the Alex 
J. Fraser & Son insurance business in 
Hamilton, Ont., for many years, died 
November 3 at his home. He was 91. 
Mr. Fraser was active in the insurance 

firm until after his 80th birthday. 


Thomas E. Wood, Inc. Cincinnati 
Issues Handsome Agency Brochure 


Thomas E. Wood, Inc., Cincinnati 
agency, has issued a handsome 50th an- 
niversary brochure to its clients, point- 
ing out the types of coverage the agency 


offers. The agency was organized short- 
ly after the turn of the century by 
C. E. Wood and its present president 


is Thomas E. Wood, son of the founder. 

Leslie C. Graham, executive vice pres- 
ident and general manager, is the oper- 
ating head of the agency and George S. 
Salzman and Arthur M. O’Connor, are 
vice presidents in charge, respectively, 
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of direct and solicitor production. Both 
are members of the Ohio Bar and have 
had long experience as claim attorneys, 
underwriters and agency advisers. Mr. 
O’Connell, who is active in the affairs 
of the National Association of Insurance 
Agents, has just been elected president 
of the Ohio Association of Insurance 
Agents. 

Pages of the brochure are devoted to 
the agency’s fire, engineering, casualty, 
marine, loss and bond departments. Of 
the loss department, the booklet says: 


True Test of Contract 


“The true test of any insurance con- 
tract is the manner in which losses are 
handled and paid. Generally speaking, 
underwriting houses do not maintain 
loss departments, since they are ex- 
pensive, requiring highly skilled person- 
nel. Most agencies prefer to permit 
companies to deal direct with the as- 
sured, either through a staff adjuster or 
an agency maintained by insurance com- 
panies for that purpose. 

“Thomas E. Wood, Inc., believes a 
commission is not earned until the policy 
has expired or the last dollar of loss has 
been paid. Therefore, we maintain a 
fully staffed loss department, to which 
all claims are referred. 

“If, in our opinion, the client is not 
receiving proper reimbursement under a 
loss, we so advise him. On the other 
hand, we protect the interest of our 
companies through mutual understand- 
ing with the client and explanation of 
the coverage contemplated by his policy. 

“The Thomas E. Wood loss depart- 
ment is on the job when ‘a feller really 
needs a friend.’” 
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From the windows of his mansion at Kittery Point, William Pepperrell, richest man in 
Maine, could see his ships departing and arriving from the West Indies and Europe. The 
house, built by his father in 1682, was “one of the most magnificent provincial resi- 
dences”; through the hall, it was said, a cart and oxen could be driven. Smaller than in 
Pepperrell’s day, his birthplace is now privately owned. 

Besides being a merchant and shipbuilder, Pepperrell took an active part in politics 
and was an officer in the militia. Although he had no legal training, the governor appointed 
him chief justice of the colony when the incumbent was removed for political reasons. 
Reversing the usual order, after his appointment Pepperrell set about studying law. 








SIR WILLIAM PEPPERRELL 
Sst Aneucan Baronet 





His chief exploit was commanding an expedition in 1745 against the Canadian strong- 
hold Louisburg, one of France’s important fortifications. In recognition of his efforts in 
bringing the siege to a successful conclusion, George II made him a baronet, an honor never 
before conferred on any native American. He was also the first American to be a general 
in the British royal army and for a few months served as acting governor of Massa- 
chusetts which at that time included Maine and New Hampshire. 

Sir William was proud of his success and cut a fine figure as 
he rode about in his coach attended by footmen and outriders, 
but his overwhelming ambition to have his name perpetuated 
failed of fulfilment. Of his four children, Andrew, the only son 
to reach maturity, was engaged to Hannah Waldo but postponed 
the marriage date several times presumably because of ill health. 
When the wedding day finally arrived, in the presence of the 

i Wiles Mean assembled guests, the bride called off the ceremony because of 
at the battle of Louisburg the mortification she had been caused. The grief-stricken Andrew died shortly thereafter. 
After Sir William’s death in 1759 the property passed to his daughter’s son William 
Sparhawk on condition that he take the name Pepperrell. As he was a Loyalist he fled to 

England when the Revolution broke out. 
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tomer Account Analysis” is intended only 
for stimulating sales. 

The fundamental steps outlined in this 
plan, if faithfully followed, must inevi- 
tably result in a lower expense ratio. 

We have now reached the point in the 
development of our subject on “How to 
Get More Profit Mileage” out of your 
agency machine, where a review of the 
management survey we have prepared 
for you seems appropriate. 

The contents of this survey are based 


Efficient Office Management 


(Continued from Page 27) 


months’ commissions which is still grow- 
ing. 

7. Developed a systematic program of 
production and training of employes. 

8. Classified all clients and has identi- 
fied folders with vari-colored stickers; 
he has completed a sales progress rec- 
ord card on all except the small ac- 
counts. 

The real tangible results are reflected 
in the tremendous progress made by this 
agent in the past ten years. 


CUSTOMER ACCOUNT ANALYSIS PLAN “ 





Analysis of individual agency accounts for possible improvements in insurance coverage 
is generally referred to by most agents as the “Customer Account Analysis Plan.” 


DIAGRAM ILLUSTRATING THE SALIENT FEATURES OF THE PLAN 
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TO IMPROVE Vai al rc a of present 
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A Protect capital structure first. 


7 Protect smaller uninsured 


~ Improve customers’ insurance 











records and buying habits. 








Use exposure Fact Finder and check 
all Coverages Applicable. 














WAYS AND MEANS 


Loss experience 
FIRST Credit status 
x General desira- 
& bility 
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Set up Sales Progress Record 
Card System. 

Improve coverage at time of 
analysis or discovery. 





TO ACCOMPLISH OBJECTIVE 

















MORE THAN 
AVERAGE PROFIT 











on the 26 fact finders on production 
planning and execution which were com- 
pleted by members of your association. 
Each fact finder consists of 35 pertinent 
questions on agency production opera- 
tions. 

I should like to give you an example 
of how one agent, who employs modern 
management technique has_ prospered. 
Among many other things he has: 

1. Completely modernized his record 
keeping and filing system. 

Added dictating equipment and 
other machines wherever their use 
speeded up the office routine and work 
output. 

3. Improved the appearance of his 
office. 

4. Established a fixed collection con- 
trol policy with real teeth in it. 

5. Installed on a monthly payment 
basis an employe incentive profit sharing 
plan. 

6. Set up a reserve equivalent to four 


> 
» Pw Review term coverage during’ 
\\ \. | policy year. 
4 $ x " General mailings to all customers 
on changes of importance. 
RESULT 


Deliver all renewals personally 
when practicable. 


Maintenance of adequate sales 
records. 


Proper execution of plan. 











Percentage of net profit including sal- 
ary to owner—55%. This is 35% above 
average net profit of agents in this pre- 
mium volume group. Please remember 
that the most efficient office and produc- 
tion system is the one that gets the re- 
quired job done in the most simple and 
convenient manner. 

When reviewing your “lack of time to 
personally produce problem”—keep in 
mind your other primary objectives and 
responsibilities, namely: 

Live up to your obligations to your 
RE Shociteh by seeing that they are prop- 
erly protected. 

Do a good public relations job for 
the general welfare of the community 
and your business. 

3. Operate your agency so as to insure 
the maximum “profit mileage.” 





REINSURANCE 


LONDON «+ TORONTO - 





¢ FOUNDED 1877 


116 JOHN STREET, NEW YORK 38, N. Y. 
PARIS * VANCOUVER «+ SYDNEY 








OFFICES 








Mersinger Observes 25th 
Anniversary With Home 





F. P. MERSINGER 


Fred “Peter” Mersinger, Syracuse, is 
celebrating his 25th year with the Home 
Insurance Co. as special agent covering 
its central and southern New York state 
territory. 

Mr. Mersinger has been active in all 
branches of the insurance business and 
has just completed a term as president 
of the insurance men’s field club. Never 
too busy to give his spare time to dis- 
cussion or active participation in the im- 
provement of fire protection programs 
for schools, hospitals, and homes, he 
travels widely to give talks before civic 
groups to impress on them the impor- 
tance of proper fire protection. 

He has been directly responsible for 
the organization and completion of sev- 
eral city inspections in cooperation with 
local fire departments. These inspections 
have been credited not only with arous- 
ing much public interest in fire protec- 
tion but with the actual saving of lives 
and property through uncovering and 
correcting serious fire hazards. 

Mr. Mersinger is a past regional vice 
president of the Fire Safety Association, 
a member of the Technology Club of 
Syracuse, the Liederkranz Club and the 
Field Club. 
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AFIA Manager Irvine 
On Trip to South America 


General Manager L. C. Irvine of the 
American Foreign Insurance Associa- 
tion is enroute to South America, where 
he will visit the association’s branch 
offices in Caracas, Venezuela and Bo- 
gota and Barranquilla, Colombia. He 
will meet with Manager Richard K. 
Hapgood, and Regional Supervisor R. 
H. Chapman, Jr., at Caracas, Venezuela, 
to discuss the continued progress of the 
association’s member companies, Conti- 
nental Insurance Co., Hartford Fire In- 
surance Co., and St. Paul Fire & Marine 
Insurance Co. in Venezuela, and Hart- 
ford Fire Insurance Co. and Home In- 
surance Co, in Colombia. 

Mr. Irvine’s itinerary calls for his re- 
turn to New York the latter part of No- 
vember. 


Mass for Richard A. Corroon 


A solemn requiem mass for Richard 
A. Corroon, former head of the Corroon 
& Reynolds Group who died November 
14, 1946, was celebrated at the Church 

Our Lady of Victory, William and 
Pine Streets, New York City, Novem- 
ber 14. The Right Reverend Monsig- 
nor Richard J. Pigott was the celebrant. 


PARKER GOES WITH FOUNDERS 
R. S. Parker, formerly special agent 
in North Texas for the Royal - Liverpool 
group, has been appointed special agent 
in West Texas for the Founders Insur- 
ance Co., according to Jack Crabtree, 
resident vice president in Texas. Mr. 
Parker, who was a local agent in Hous- 
ton before the war, will be headquar- 
tered in Lubbock after January 1. 
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Economic Illiteracy 


(Continued from Page 24) 


to the all-too-general impression that 
the companies somehow make exor- 
bitant profits. We get hit twice with 
that bit of foolishness, for many people 
seem to think we hit the jackpot year 
after year in both our underwriting and 
investment departments. The man in 
the street. including a number of jurists 
and countless jurymen, seems to think 
that a company’s surplus represents just 
so much spare cash lying around which, 
unless otherwise disbursed, will ulti- 
mately find its way into the pockets 
of opulent stockholders. 

“But the truth is that the profits of 
insurance companies, from both under- 
writing and investments, are so small 
that they threaten to discourage the 
flow of capital we will need to keep 
pace with an expanding economy. This 
truth is important to agents, for obvious 
reasons, but it is even more crucially 
important that the public have, and 
understand, the facts. 

“The public has no clear understand- 
ing of the restrictions and limitations 
that have been placed upon insurance 
companies. These, in themselves, are 
important economic factors. We have 
lived with them for so long that we 
are inclined to take them for granted. 
But that does not relieve the necessity 
for explaining to the public why we do, 
or do not, certain things in a certain 
way. 

“Many of these restrictions have been 
imposed upon us by regulatory bodies. 
Others have been self-imposed, for the 
good of the business and for the good 
of the policyholder. There is a differ- 
ence in the two types of discipline. The 
public has a stake in knowing why each 
was imposed, and what it was supposed 
to accomplish,” Mr. Bidwell declared. 

Hazard of Government 

4. “A fourth specific area in which 
general public ignorance of our business 
is apparent is the area of Government 
competition. Are we going to stand 
idly by until we are faced with the in- 
evitable, or are we going to profit from 
the experience of our brethren overseas 
and our own medical profession and, 
taking such time as remains by the 
forelock, begin at once the task of 
arousing a lethargic public to the real, 
intrinsic value of private property in- 
surance ?” 

Recalling that property insurance 
promotional projects occasionally sug- 
gest that fire prevention and accident 
prevention are “everybody’s job,” Mr. 
Bidwell pointed out that the industry 
has taken great pride in identifying it- 
self with this type of public relations 
activity. 

Act to Meet Govt. Threats 

“When, some time ago, the British 
insurance industry suddenly found it- 
self faced with the prospect of nation- 
alization it promptly and with notable 
success rallied its policyholders and em- 
ployes under the banner of private en- 
terprise,” Mr. Bidwell said. “When Gov- 
ernment planners in this country pro- 
posed to move into the medical field 
with proposals for ‘socialized’ political 
medicine, the medical profession was 
able to dramatize its own position so 
convincingly that the public became 
aroused and the plans had to be 
dropped—temporarily at least. 

“Yet the Government has moved into 
the property insurance field without the 
public being aware of what has _ hap- 
pened. And, from all indications, it pro- 
poses to penetrate even deeper. This 
development cannot help but be dan- 
gerous to the institution of private in- 
surance and, more importantly, to the 
insuring public. 

“Political management of the field of 
property insurance would be as harm- 
ful to the average property owner as 
political control of his health and medi- 
cal facilities. It would make a farce 
of the economic facts of life that have 
created the great property insurance 
structure we have in this country today. 

“The hard facts about private prop- 
erty insurance are that it is competitive 


in the heathiest sense, that it has con- 
tinuing incentives to provide more cov- 
erage for less premiums and that it 
contains within itself solid spurs to in- 
creased efficiency for the ultimate bene- 
fit of the insuring public. 

“All of these benefits would be lost 
if we let ourselves and our assureds 
drift into a state of thinking where 
political promises become more alluring 
than our own productive performance. 

“T said that I wanted to discuss with 
you a particular phase of public rela- 
tions. You may be wondering why I 
have made no reference to many of 
those features that are normally asso- 


ciated with public relations—such things 
as publicity, advertising, fire prevention 
programs and other more or less stand- 
ard local board activities. 

“There is not the slightest doubt in 
my mind that these activities are impor- 
tant. 

“But if we will stop, look and listen, 
I think we will have to concede that our 
public relations programming must be 
keyed a lot closer to home if we want 
to earn public support and understand- 
ing. It has to be keyed to the most vital 
point confronting us today—economic 
ignorance concerning all levels of prop- 
erty insurance and its operations.” 


“Until the public understands that we 
perform a sound economic function, it 
is not likely to be overly impressed with 
the extracurricular jobs we do in the 
field of fire prevention, safety or any 
similar area of social service. 

Insurance a Transfer of Risk 

“The thing that we can do more 
ciently, with less waste of money and 
manpower than would be possible un- 
der political management is to transfer 
risk. It used to be popular to say that 
insurance was a device for sharing risks, 
but that is not strictly accurate. The 
essence of our economic function, it 
seems to me, is the transfer of risk.” 
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We make a contract with a property 
owner. We take his money and we tell 
him that we will provide certain specific 
services under certain specific condi- 
tions. We do not ask him to share his 
risk with anyone else. We transfer it 
from him to ourselves. 

“The transfer of risk is the keystone 
in the whole insurance process. It sets 
in motion many other processes, some 
complex, some quite simple. Through 
long experience under the private en- 
terprise system, we have developed skill 
and efficiency in handling that transfer 
and delivering service under the terms 
of the insurance contract. 

“I think this basic fact must be the 
starting point in any sound public rela- 
tions program. It puts first things first. 
It enables us to tell the story of the 
many extracurricular services we per- 
form, but it keeps them in proper per- 
And, most important of all, 
if the public understands the simple 
proposition that business management 
is better than political management oi 
insurance, we will stand a fair chance 
of off-setting the trend of socialization 
which has already encroached upon us. 

“In some of our promotional work 
in the past, we have had occasion to 
suggest that fire prevention and acci- 
dent prevention are everybody’s job. 
And we have taken great pride in iden- 
tifying the insurance business with this 
type of public relations activity. 


Dangers to Avoid 


spective. 


“This is all to the good. But let us 
not forget that reformers and_ social 
planners have a_ habit of suggesting 
that activities that are ‘everybody’s 
business’ should be controlled by the 
Government. There is a danger that 
we may be so closely identified with 
our extracurricular activities that it 
would be easy for government to step 
in and take over our industry. And we 
would have no defense. 

“Our first and fundamental job is in- 
surance—the transfer of risk. It is the 
job we know best and do best. Unfortu- 
nately, it seems to be the job for which 


the public today gives us the least 
credit. 
“Sound public relations can correct 


this situation. But it must be practical. 
It must start by correcting he misun- 
derstanding, the economic ignorance of 
our business. It must provide a broad 
base for understanding and support of 
our particular job in the great enter- 
prise system of which we are a vital 
part. 

“And if our public relations tackle 
first things first, I am confident we can 
then go forward to tell the full story 
of our business. We have a great story 
to tell. If we tell it well, we should be 
able to build a solid bulwark against 
those who would destroy the most effi- 
cient institution of its kind and sell us 
into political slavery,” Mr. Bidwell con- 
cluded. 





New York Losses Rise 


Incurred losses numbering 484 and 
amounting to $1,838,358 were assigned in 
September to the committee on losses 
and adjustments of the New York Board 
of Fire Underwriters. This compares 
with 304 losses for $812,400 in September, 
1950. There was an increase of 59% in 
number of and of 126% in the 
amount involved. 

For the first nine months of this year, 
Secretary E. C. Niver reports, the com- 
mittee was assigned 4,878 losses in the 
New York territory for $13,578,996 com- 
pared with 3,639 losses for $10,784,475 in 
the same period last year. These figures 
reveal a gain of 34% in number of claims 
and of 26% in the amount. 


GILLILAND RETIRES AT OTTAWA 

E. H. Gilliland, chief examiner of in- 
surance of the Dominion Government at 
Ottawa, retired recently after heading 
that department for 31 years. He has 
lived in Toronto since 1922 when he 


losses 


opened the Toronto branch of the De- 
partment. 
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AFIA offers definite, valuable service to assureds 
in the vital matter of employers’ responsibilities under Work- 
men's Compensation laws while his employees are operating 
in foreign countries. This AFIA advertisement appearing 
currently in leading business publications offers full help 
on even the most complex insurance problems. You can 


provide this help for your assureds through AFIA. Tell them! 
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Mead Pittsburgh Mer. 
Of Glens Falls Group 


HITE IS ASSISTANT MANAGER 





Will Have Supervision of G 
tions in Western Pa., Wo vere 
Several Ohio Counties 





_The Glens Falls, Glens Falls Indem- 
nity and Commerce Insurance Companies 
announce appointment of G. Richard 
Mead as manager and Paul L. Hite as 
assistant manager of their consolidated 
Pittsburgh office. They will have super- 
vision of and responsibility for all three 
company operations in western Pennsy]- 
vania, West Virginia, and several con- 
tiguous Ohio counties bordering on the 
Ohio River. Headquarters will remain 
at 1220 Grant Building, Pittsburgh. 
Paul A. Simpson will continue as spe- 
cial agent in charge of fire business for 
West Virginia and in addition, will assist 
Mr. Mead and Mr. Hite in handling 
business of all three companies in his 
territory. 


Special Agents Newton and Lehman 


Fire Special Agent Gilbert L. Newton 
and Casualty Special Agent Paul M 
Lehman will continue to give primary 
attention to their respective lines but 
will also assist with the three company 
operations in their territories, ; 

Mr. Mead is a native of Scranton, Pa, 
having received his education in the 
schools of Scranton, and Hartford 
Conn., and at St. Michael’s College, 
W inooski, Vt. He joined the Glens Fails 
Indemnity in February, 1928, and has 
served as manager of its Pittsburgh of- 
fice since that time. 

Mr. Hite was born in Newcastle, Pa 
and received his education there. He 
seni gd employ of the Glens Falls 
and the Commerce as a special ag i 
October, 1939. Since that time ages 
supervised fire operations in western 
Pennsylvania and a portion of Ohio. 


Multiple Peril Panel 
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age policies, Fe said, insure against any 
number of peiils regardless of whether 
they are now labeled fire or casualty or 
inland marine. 3 

“The issuance of such multiple peril 

package policies will not change the 
present market for fire, automobile, in- 
land marine and casualty lines,” he said. 
‘These new multiple peril policies when 
available will supplement rather than 
supplant existing policies.” 
_ As to why the companies do not do 
it more extensively and rapidly, Mr. 
Roerink said that this internal conver- 
sion is under way in several companies 
and will take a lot of time. 

Mr. Roerink mentioned three organi- 
zations which are now licensed to pro- 
vide rates for some of the perils which 
must be included in a multiple peril 
policy : the Transportation Insurance 
Rating Bureau (mutual), the Multiple 
Peril Insurance Rating Organization 
and the National Insurance Service & 
Advisory Organization. The last named, 
he said, will act in an advisory capacity, 
working through established rating bu- 
reaus in the promulgation of package 
policy rates. 

As to what has been accomplished so 
far, Mr. Roerink listed a number of 
advances along this line and said in con- 
clusion: 

“It may be a long time before such a 
broad cross section of the industry is 
again assembled in one room for a dis- 
cussion of this subject. Perhaps then, 
this is an appropriate time to say that 
while scanning all possibilities for pro- 
viding better service to the public, let 
us proceed with caution, to avoid re- 
versing our course once we set sail. Let 
us think this problem through, let us 
penetrate it to the ultimate and let. us 
settle our differences, if there are any, 
by conferring with each other, freely 
and frequently.” 
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Back in 1907 there was a “newfangled,” time-and- 
drudgery-saving invention...the Hollerith System of 
Sorting and Tabulating Machines, manufactured in 
Washington, D. C. 


An employee in the Royal’s New York Office had a 
good idea. Why not use these electrically-operated 
machines to sort, group and tabulate our statistical 
data...and so speed up computations: and eliminate 
the: drudgery of a dull task? Our employee went to 
Washington, practically pleaded for the machines and, 
finally, in an attempt to sway the inventor created the 
first insurance punch card. It didn’t get us the machines. 


) 35) 100th ANNIVERSARY 


’ A MEMBER 















ROYAL 
INSURANCE 
COMPANY, 





off to Washington, D.C.! 


(fit ‘ 
fedeisisn 


TG 


Pray (tee 


Goodhearted Herman Hollerith came up with a sug- 
gestion: if Royal would punch the cards in the New 
York Office and ship them to his factory in Washing- 
ton, then he, personally, would do the sorting and 
tabulating. Royal accepted this fine suggestion. Before 
too much time had passed the inventor saw fit to supply 
us with the rest of the equipment. 


We’re proud of this unusual example of cooperation 
between an inventor and an industry—as we are 
equally pleased to be the first Fire insurance company 
in the United States to use the forerunner of the present 
International Electric Accounting Machine. 
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Searl Elected Head of 
Independent Insurers 


SECRETARY OF AUTO-OWNERS 
Six Vice Presidents Are Named; Colburn 
Is Secretary and Russell Treasurer; 
Lemmon Is Reelected 





William C. Searl, secretary of Auto- 
Owners Insurance Co., Lansing, Mich., 
was elected president of the National 
Association of Independent Insurers at 
its seventh annual meeting held in Chi- 
cago on November 6-7. 

Mr. Searl was born in Ithaca, Mich., 
where he received his early education. 
Later he attended Alma College and the 
University of Michigan, graduating from 
its Law School in 1920. Mr. Searl left 
college in the summer of 1917 to join the 
U.S. Army from which he retired as a 
first lieutenant. After admission to the 
bar in 1920, Mr. Searl began the prac- 
tice of law in St. Johns, Mich., in the 
office of his father, Judge Kelly S. Searl. 
In 1928 he joined the Auto-Owners as 
general counsel. In 1936 he was elected 
a director of the company and since 1941 
has held the office of secretary. His son, 
William C. Searl, Jr., is assistant man- 
ager of the fire underwriting department 
of Auto-Owners. 

Director of Mutual Group 

At present Mr. Searl is serving as a 
director of the executive committee of 
the National Association of Mutual In- 
surance Companies. He has served as 
president of the Conference of Mutual 
Casualty Companies and is on the board 
of governors of that organization. 

In addition to his insurance activities 
Mr. Searl is a part president of the 
Lansing Chamber of Commerce and has 
served on various committees of his 
local church and the Michigan Council 
of Churches. He belongs to several lo- 
cal clubs and fraternal organizations, 
the Union League Club of Chicago and 
is a member of the American Bar Asso- 
ciation and the Michigan State Bar. 

Vice presidents elected were I. S. 
Markel, president, American Fidelity & 
Casualty Co., Richmond, Va.; Irving J. 
Maurer, treasurer, Farmers’ Mutual 
Automobile Insurance Co., Madison, 
Wis.; C. L. Morris, executive vice pres- 
ident, Illinois National Casualty Co., 
Springfield, Ill.; Lynn Matteson, secre- 
tary, Mutual Service Casualty Insurance 
Co., St. Paul; Arthur Eppstein, presi- 
dent, Oregon Automobile Insurance Co., 
Portland, Ore.; C. E. Cheever, assistant 
secretary -treasurer, United Services 
Automobile Association, San Antonio, 
Tex. 

Paul M. Colburn, president, Protective 
Fire Insurance Co., Seward, Neb., was 


ZOOK PROMOTED AT CHICAGO 





Made Associate Manager, Western De- 
partment, National of Hartford Group; 
Is First Assistant to Forkel 

C. L. Zook, assistant manager in the 
western department of the National of 
Hartford Group at Chicago, has been 
promoted to the position of associate 
manager, it is announced today by E. 
H. Forkel, vice president and general 
manager in charge of the National’s 
western department. In his new capa- 
city Mr. Zook will assume additional 
managerial and administrative duties as 
first executive assistant to Vice Presi- 
dent Forkel. 

Mr. Zook was born in Kansas, was 
graduated from Baker University at 
Baldwin, Kans., later took additional 
courses at Washburn College in To- 
peka, and at Kansas University at Law- 
rence. In 1925 he entered a local agency 
in Ottawa and came to the National 
as special agent in Kansas in 1926. In 
1935 he was transferred to Michigan 
as special agent and was appointed 
Michigan state agent in 1936. He was 
transferred to the western department 
in Chicago and appointed agency super- 
intendent on February 15, 1941, and was 
promoted to assistant manager January 
1, 1944. 

Currently Mr. Zook is a member of 
the public relations committee of the 
Western Underwriters Association, the 
uniform forms committee, and the man- 
aging committee of the Farm Under- 
writers Association. 


Beale Makes Appointments 
Of Blue Goose Denuties 


The official family of the Order of 
the Blue Goose was completed this week 
by the appointments of 34 deputy most 
loyal grand ganders and the complete 
personnel of seven standing committees 
by Charles L. Beale of Dallas. Tex., 
most loval grand gander. The list in- 
cludes four deputies-at-large, five in 
Canada and 25 regional deputies in the 
United States. 

The four deputies-at-large are: South- 
ern states—R. Harry Lewis, Greensboro, 
N.C.; eastern states—Kenneth S. Car- 
mody, Baltimore; western states—S. E. 
McPherson. San Francisco, and central 
states—J. H. Bunten, Des Moines, Towa. 





elected secretary; Carl M. Russell, sec- 
retary, Farmers Mutual Liability Co., 
Indianapolis, was elected treasurer, and 
Vestal Lemmon, manager of the National 
Association of Independent Insurers, 
Chicago, was reelected as assistant sec- 
retary-treasurer. 
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Kirkpatrick Addresses 
Fire Waste Council 


DISCUSSES COOPERATIVE PLAN 





Cites Program of Muscatine, Iowa, 
Where City and Rural Area Engage 


in Joint Fire Prevention 





A cooperative fire protection program 
between cities and their nearby rural 
areas was outlined by A. L. Kirkpatrick, 
manager of the insurance department of 
the Chamber of Commerce of the United 
States and secretary of its affiliated Na- 
tional Fire Waste Council, before the 
annual meeting of the agricultural com- 
mittee of the council at the Edgewater 
Beach Hotel, Chicago, November 13. 

Few rural areas have the facilities for 
maintaining an adequate fire department 
of their own, Mr. Kirkpatrick said. The 
joint city- rural program works to the 
advantage of both areas and is being 
adopted by more and more communities. 

The speaker cited as an example the 
program which has been worked out at 
Muscatine, Iowa, between the city and 
four surrounding townships. Under an 
Iowa law, Mr. Kirkpatrick explained, the 
four townships voted a fire protection 
tax which raises enough money each 
year to pay the salary of two firemen. 


Citizens of the four townships also 
raised $15,000 to purchase a fire truck 
and equipment for rural use. Arrange- 
ments were then made through the fire 
prevention committee of the Muscatine 
Chamber of Commerce whereby the city 
houses the truck in the central fire de- 
partment in the city and assigns two 
city firemen to the truck. These four 
firemen are assigned to the rural truck 
with two serving on each 24-hour shift. 

Muscatine has the use of the truck 
and men for any fire in the city while 
it is not engaged in the rural area. 

Mr. Kirkpatrick, speaking on behalf 
of the National Fire Waste Council 
called for the cooperation of cities and 
towns throughout the country in join- 
ing with their surrounding rural areas to 
install this plan, or a comparable plan, 
for reducing fire waste, which he estj- 
mated at $100,000,000 and 3,500 lives 


annually. 


Japanese Visitors to AFIA 

A number of visitors have called at 
the head office in New York of the 
American Foreign Insurance Associa- 
tion, included in which are Shozo 
Nagasaki, chief of the Insurance Divi- 
sion of the Ministry of Finance in 
Japan; Shinichi Okazaki, president and 
Toshicki Okamoto, managing director of 
the Dowa Fire and Marine of Osaka. 
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CHUBB NAMES HOSPITAL AIDES 





General Insurance Division Chairman 
of United Hospital Fund Drive Ap- 
points Four Assistant Chairmen 
Percy Chubb, II, partner of Chubb 

& Son, Inc., who is general insurance 

division chairman in the United Hos- 

pital Fund’s 1951 campaign, has named 
four chairmen to serve with him in the 
direction of solicitation for the fund in 
his division. 

The chairmen are: fire division—Earl 

L. Heacock, Pacific Insurance Co.; re- 


insurance division—Edward G. Lowry, 
General Reinsurance Corp.; casualty 
division—Robert __ Nicholls, Fidelity & 


Casualty Co. of New York, and brokers 


division—R. E. Piersol, Alexander & 
Alexander. 
The United Hospital Fund’s 1951 


campaign for $3,500,000 is being made 
on behalf of 82 member, non-profit 
hospitals in New York. Since its found- 
ing, the fund has distributed more than 
$40,000,000 to its member hospitals and 
medical social service committees asso- 
ciated with them. 


Auto Claims Ass’n Studies 
Available Garage Plan 


The Automobile Claims Association, 
Inc. of New York discussed the Avail- 
able Garage Plan at its monthly meeting 
held November 8 at Miller’s Restaurant 
in New York City. President Edward 
D. Meserole presided. After a full con- 
sideration of apparent advantages and 
possible disadvantages the subject mat- 
ter was tabled to permit further study. 
The plan is now in operation on the 
Pacific Coast where many companies 
have found that it results in improved 
service at lower costs. In brief the 
plan calls for cooperation between in- 
surance companies and better grade gar- 
ages so that the risk of paying excess 
charges for substandard repair jobs is 
reduced. 

The association admitted to member- 
ship two applicants. They are Horace 
K. West of his.own company, an inde- 
pendent adjuster in Jackson Heights, 
Long Island, and Richard W. McKeon 
of the American Plan Corporation, 44 
Wall Street, New York City. 


MARINE CLAIMS MEETING 

The Inland Marine Claims Association 
held a dinner meeting November 13 at 
Angelo’s in New York City and heard 
Howard Nugent, manager of the depart- 
ment of criminal investigation of Pinker- 
ton’s National Detective Agency discuss 
criminal investigations as they pertain 
to insurance. He revealed, with the aid 
of a motion picture film, some of the 
workings of his department. James A. 
Cooper, Fireman’s Fund, is president of 
the association. 


1952 Telephone Tickler 
Copies Now Available 


The 1952 edition of the Insurance Tele- 
phone Tickler, published and distributed 
by The Weekly Underwriter, has just 
come off the press and copies are now 
available. Thousands of changes have 
taken place during the past year in the 
telephone numbers and addresses of in- 
surance offices in the New York City 
area. A special effort went into the 
compilation of this edition to assure ac- 
curacy in the recording of these many 
changes. 

The 1952 Tickler is bound with a new 
improved spiral binding which will great- 
ly facilitate its easy use, as the book 
will thus remain open at any page. 
Copies can be had at 50 cents each or 
three for $1 at the offices of The Weekly 
Underwriter, Room 614, 116 John Street, 
New York 38. 








To Revise Auto Rates 


(Continued from Page 1) 


manner its study of a revised rating 


formula to be used for subsequent re- 


visions, 


nical matters. 


conferring with Insurance De- 
partment personnel with respect to tech- 
If the decision of the 


NAUA is determined to be acceptable 
by the Insurance Department, the hear- 


ing will be terminated as moot. 


The 


NAUA has stated that it plans to make 


a complete report on the matter 


to the 


National Association of Insurance Com- 
missioners at its June, 1952, meeting. 


It is the understanding of the 


Insur- 


ance Department and the NAVA that 


any revised formula will 
stated factor of 5% as a reasonabl 
gin for profit and contingencies 
line of insurance and that so- 


include the 


e mar- 
in this 


-called 


catastrophic experience will be included 


in the loss statistics upon the ba 


sis de- 


termined to be proper with respect to 


each catastrophe. 


Further, it has always been recognized 
that no fixed, unchanging ‘ ‘permissible 


loss ratio” should be included in the 
rate-making process. Since the term 
“permissible,” originally the expression 


of a mathematical factor, at tim 


es has 


been accorded the colloquial meaning of 


“permitted” and can tend 


to become 


stabilized at a certain percentage, it is 


the NAUA position that this term 
not be used in its rate revisions. 
position is acceptable to the Ins 
Department. 


should 
This 


urance 


Should Assure Adequate Market 


It is the expectation of the Ins 
Department and the NAUA 
forthcoming rate revision should 
an adequate market for the ins 
buying public. It is also believe 


urance 


that the 


assure 
urance 
d that 


the conferences afford an opportunity for 
increased cooperation between the in- 


dustry and supervisory authorities i 


in the 


future, as well as providing a solution to 


the immediate problems. 


_ Deputy Superintendent Raymond Har- 
ris presided at the hearings held on 


November 7 and 8, while Deputy 


Super- 


intendent George H. Kline represented 


the Insurance Department and 
Donovan of Watters & Do 
New York City and Washington, 
represented the NAVA. 
In the controvery 
York Insurance Department an 
National Automobile Underwriters 


James 
novan, 


DG. 


between the New 


d the 
Asso- 


ciation as to rating formulas, the NAUA 


has proceeded for years on the 
that 50% of the premium dollar 


basis 
should 


be returned to policyholders in form of 


losses and loss expenses, with 


about 


25% for commissions and the remaining 


25% for home office and field ex 
and profits. 
The Department, on the other 


penses 


hand, 
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is contending that rates filed by the 
NAUA will be acceptable to the Depart- 
ment only if allocated claim costs are 
included in the loss ratio above 50% 
which would bring that figure to 54.5%. 
If losses and loss expenses in districts 
of New York State exceed that percent- 
age then the NAUA would be justified in 
asking rate revisions in those particular 
areas. The Department says at least 
50% of the premium dollars, exclusive 
of claim expenses, should go to assureds 
as loss payments. 
Donovan Introduces Charts 

Mr. Donovan, counsel for the NAUA, 
last Thursday submitted at the hearing 
in New York four experience charts 
designed to show that with figures taken 
from the Fire & Marine Expense Ex- 
hibit and from the Insurance Expense 
Exhibits of stock companies admitted 
in New York the companies had an 
aggregate profit of only $2,945,000 on 
New York State business for the years 
1935-1950 inclusive, for a percentage 
profit of only 1%. This compares with 
a nationwide profit in the same years of 
$65,817,000 or 2.3% profit. These results 
are based on the rating formula that 
50% of the premium dollar is for cost of 
claims paid to insureds, including allo- 
cated claim expenses. 

Mr. Donovan contends that even with 
the figures taken from New York De- 
partment records the profit return on 
automobile insurance is too low and 
therefore higher rates are _ justified. 
More than that, while these figures are 
100% credible, he does not admit they 
are completely accurate as to results 
in that they may indicate a somewhat 
larger profit than has actually been 
earned. 

For the nation as a whole the charts 
show total premiums in the 1935 - 1950 
period of $2,917,436,000. Total claims 
costs were $1,502,536,000 and total ex- 
penses $1,349,056,000, leaving the under- 
writing profit of $65,817,000. Percentage- 
wise the individual years resulted as fol- 
lows: 


1935, 
loss of 13.9%; 


Nationwide Results 
underwriting loss 4.7%; 
1937, loss of 20.3%; 
loss of 1.5%; 1939, loss of 6.4%; 1940, 
loss of 8.9%; 1941, loss of 12.2%; 1942, 
profit of 16.5%; 1943, profit of 10.4%; 
1944, loss of 10.8%; 1945, loss of 20.1%; 
1946, loss of 16.1%; 1947, profit of 04%; 
1948, profit of 10%; 1949, profit of 18.1%, 
and 1950, profit of 13.5%. 

New York State results for automo- 
bile physical damage insurance, accord- 
ing to the charts submitted by the 
NAUA, show total premiums in the 16 
years of $299,663,000, divided into losses 


1936, 
1938, 


of $159,367,000, total expenses of $137,- 
351,000 and profit of $2,945,000, or 1%. 
Very roughly speaking New York State 
premium income over the years is not 
far from 10% of the nationwide results. 
Percentagewise the results by years in 
New York State have been as follows: 
New York Profits and Losses 


1935, underwriting profit of 2%; 1936, 
loss of 5.5%; 1937, loss of 9.1%; 1938, 
profit of 3.6%; 1939, loss of 2.7%; 
1940, loss of 4.6%; 1941, loss of 6.2%; 
1942, profit of 20.5%; 1943, profit of 
12.3%; 1944, loss of 10.1%; 1945, loss 
of 20.4%; 1946, loss of 17.7%; 1947, loss 


of 4%; 1948, profit of 6.4%; 1949, profit 
of 10.8%, and 1950, profit of 4%. As 
losses have been mounting in excess of 
the rate of premium gains the NAUA 
contends that the profit margin is 
shrinking and underwriting losses will 
result unless rates are increased. 

For countrywide business the charts 
show that total claims costs were 51.5%, 
total expenses 46.2% and the profit 
2.3%. For New York State total claim 
have been 53.2%, total expenses 
45.8% and the resulting profit only 1%. 

On the basis of their members’ ex- 
perience the NAVA has asked for over- 
all rate increases of 8.6% designed to 
bring in additional premium income of 
about $6,000,000 in New York State. 
When the request was rejected by the 
Department in July, Deputy Superin- 
tendent George H. Kline said the De- 
partment expected the NAVA to reduce 
rates on those classes having favorable 
experience and increase rates only on 


costs 


classes revealing an underwriting loss. 

The net result, according to the De- 
partment, would be a shifting of rates 
which would yield about the volume 


of premium income in the state. In 
addition the Department then declared 
that the NAUA should key rates to a 
permissible loss ratio of 54.5% instead 
of the 50% used heretofore. 


Bis Bill 
(Continued from Page 23) 


provide insurance against flood damage 
on fixed properties, they are anxious 
to be very certain of their position and 
the companies affiliated with Insurance 
Executives Association have therefore 
engaged a competent engineering firm 
to make a careful study of floods and 
flood damage so that the companies, with 
such a study before them, may deter- 
mine whether there is a practicable way 
in which this kind of insurance can be 
written.” 
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Market Restriction Won’t Solve Auto 
Insurance Problems, Bohlinger Warns 








Am. Credit Indemnity 
Elects Stone President 

JOHN F. McFADDEN' RETIRES 

J. L. McCauley Promoted by Board to 


Executive V. P.; Scheid, Loevy, Kane, 
Kienzler, R. O. Duncan Also Elevated 











Alexander E. Duncan, chairman of the 
board of American Credit Indemnity 
Co. of New York, announces the retire- 
ment of John F. McFadden as president 








Casualty Actuaries 
In Annual Session 


MEETING TODAY AT BILTMORE 





Harmon T. Barber’s Presidential Mes. 
sage Opens Morning Program; A. L. 
Kirkpatrick Spoke Last Evening 





The 37th annual meeting of the Casu- 
alty Actuarial Society is being held to- 
day, November 16, at the Hotel Biltmore 
New York. The morning session features 
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warned that if the companies continue 
to decline automobile business and thus 
let it go into the New York Assigned 
Risk Plan, “you may hear from what 
has been an inarticulate public up to 
this time. If you make it difficult for 
car owners to get insurance they pos- 
sibly will rebel.’ He feared also that 
if the situation gets worse and private 
enterprise fails to fill the insurance 
needs of the public, the Government 
will step in and do the job. 
Assigned Risk Plan Apps. Have Doubled 
Mr. Bohlinger took a_ studied ap- 
proach to the much discussed market 
tightness on automobile business and 
sympathetically repeated what had been 
told to him—that brokers these days 
have to get down on their knees and 
beg in order to get automobile lines 
accepted by some companies. “No one 
can say Statistically that this market 
is drying up,” he said. “The record 
shows that during the years 1948 to 
1950 inclusive there was a marked de- 
cline in the number of applications to 
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affiliate, when he resigned in October, 
1946, to go into partnership with George 
H. Baird, also a vice president of Gen- 
eral Reinsurance. Mr. Pritchard’s career 
started with the Travelers in 1916 in its 
home office boiler and machinery de- 
partment. 

Mr. Baird was the oldest employe in 
point of continuous service with the 
General Reinsurance when he resigned 
in the fall of 1946. He had joined that 
company on April 6, 1925, and had been 
a vice president since September 10, 
1946. He was also a vice president of 
the North Star. 


Late Casualty News 
F. M. Roesing, assistant vice presi- 
dent, Continental Casualty, has been 
elected vice president with major re- 
sponsibility in the casualty department, 
replacing A. E. Spottke, resigned. Also 
promoted are R. E. Vollriede to execu- 
tive assistant vice president and R. W. 

Harvey to assistant vice president. 
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T. O. Carlson’s Rate Regulation 


Treatise Attracts Wide Attention 


National Bureau Actuary Treats Exhaustively of Pre-SEUA 
Regulation and Post-SEUA Legislation; Points to Prob- 
lems Requiring Further Intensive Research 


Thomas O. Carlson, actuary of the 
National Bureau of Casualty Underwrit- 
ers and vice president of the Casualty 
Actuarial Society, can well afford to 
relax at today’s (November 16) annual 
meeting of the society as he handled a 
monumental job at its May gathering 
at Stockbridge, Mass., in his formal pa- 
per on “Rate Regulation and the Casu- 
alty Actuary.” This treatise, now in 
booklet form and covering 72 pages, 
comes up for discussion at today’s meet- 
ing and it will not be surprising if Mr. 

Carlson receives both wide attention 
a the society’s commendation for a 
yaluable contribution to the many- 
Sided subject of rate regulation. 

In his handling of the subject Mr. 
Carlson divided his paper into six sec- 
tions: (1) pre-SEUA regulation; (2) 
post-SEUA legislation; (3) statistical 
plans; (4) manual rate making proce- 
dures; (5) individual risk rating plans, 
and (6) summary and the future. 
Speaking of the future he said 


Further Intensive Research Needed 


“First and foremost stands out the 
need for further intensive research into 
actuarial problems. Among those of 
particular importance are liability ex- 
cess limits tables and their reasonable 
determination and support; the rela- 
tionship of external statistics to insur- 
ance cost developments; credibility pro- 
cedures; expense studies; underwriting 
profit; study of fire rate making phil- 
osophy in connection with property 
lines in the casualty field; possibility of 
single limit liability policies, and broader 
consistency in the establishment of lia- 
bility rate levels.” 

On the last named Mr. Carlson said: 
“It does not seem reasonable that the 
relativity between rate levels from state 
to state should vary as much as it does 
from liability coverage to liability cov- 
erage. Research in this field may pro- 
duce a solution to the present inade- 
quacies of the state-by-state review of 
these lines. The same can also be said 
of the burglary coverages as a group.’ 

It was also felt that the question of 
how broad an experience should be re- 
quired for the development of loss pro- 
visions in the rates is a problem which 
bids to come to the fore with greater 
emphasis in the future. On this ques- 
tion Mr. Carlson said‘in part: “A very 
few states insist, either by legislation 
or by regulation, that the experience 
of all carriers entered in the state be 
combined for this purpose. There are,, 
as usual, arguments on both sides of 


the question. Such loss provisions . 
are not turned out of a machine me- 
chanically and infallibly. Consultation 
and agreement are necessary for the 
process. But any compulsion in that di- 
rection is counter to the intent of vir- 
tually all of the regulatory acts as set 
forth in the ‘purpose’ clause of the 
model bill and in the language of the 
‘rate filings’ section which reads: 
nothing contained in this act shall be 
construed as requiring any insurer to 
become a member of or a_ subscriber 
to any rating organization.’ 

“Further, the laws generally embody 
the thought that individual company de- 
partures from an_ over-all average 
should be permitted. It does not stand 
to reason that departures upward would 
be widely sought, if sought at all, and 
yet a granting of only downward de- 
partures to many carriers on the basis 
of their individual company experience 
would produce an over-all loss cost level 
that is obviously inadequate. Another 
consideration is that certain groups of 
carriers operating under a_ reasonably 
uniform procedure as respects under- 
writing and claim settlement policies 
feel that they should be permitted to 
exclude from the determination of their 
rate levels the experience of carriers 
operating under different management 
policies. 

“An obvious alternative to this sug- 
gestion is the idea of simply providing 
for the compilation of the over-all ex- 
perience results in each state so that 
the loss cost indications on the basis of 
the experience of all carriers combined 
would be generally available.” In this 
connection Mr. Carlson pointed to “im- 
mediate difficulties which seem almost 
unresolvable because it is not reason- 
able to combine the experience when 
classification, territory or coverage defi- 
nitions differ from company to com- 
pany.” 


Individual Risk Requirements 


In reviewing the gap that exists to- 
day in the servicing of individual risk 
requirements, Mr. Carlson suggests that 
any risk producing an annual premium 
of $25,000 at manual rates be subject 
to rate treatment, i.e., individual risk 
rating on an _ underwriting judgment 
basis, possibly with the establishment 
of certain limitations within which the 
judgment modification must be con- 
tained. “Such a proposition,” he said, 
“would go far toward eliminating the 


(Continued on Page 42) 





COMPLETE PERSONAL PROTECTION 





Sickness & Accident and 
Family Hospital 










Non-Cancellable, Guaranteed Renewable 





TTA: 


Participating Life Insurance 
All Forms of Group Insurance 


JOHN M. POWELL, President @ FRED R. HENNIG, Agency Vice President 


BOSTON 15, MASSACHUSETTS 


Bohlinger Warns 


(Continued from Page 36) 


untary insurance can and will take c care 
of the insurance needs of motorists.’ 
In so speaking Mr. Bohlinger by infer- 
ence cautioned the companies that if 
they do not want compulsory automo- 
bile insurance in this state they should 
be more receptive than at present to 
voluntary 4 acceptance of automobile 
risks. 

Refers to Sharp Rate Increase of June 1 

The speaker then referred to the 
sharp increase in private passenger car 
rates both for B.I. and P.D. liability 
which he approved last June 1 on a 
statewide basis. He said that in the 
Department’s press release, “which some 
people said had helped them in explain- 
ing the situation to their insureds,” 
public attention was called to the infla- 
tionary trends, accented by the Korean 
conflict, which have resulted in the 
greatly increased claim costs. Continu- 
ing he remarked: “When this press 
statement was made the Superintendent 
by implication told the public: Auto- 
mobile loss experience is bad. Stagger- 
ing underwriting losses have been suf- 
fered by the automobile liability in- 
surers. The need is clearly demon- 
strated for higher rates. These you 
must pay. Don’t worry, your company 
will take care of you.” 

Six months have gone by and Mr. 
Bohlinger said he now wonders what 
good has been accomplished by in- 
creasing the rates if the companies 
won't test them out. He also wondered 
about the emphasis by the private car- 
riers on the need for increased limits, 
and whether they are now inclined to 
soft pedal this point. As to whether 
the public will have free choice of in- 
surance placement, he asked: 

“What happens when the car owner 
is put in the Assigned Risk Plan? He 
becomes a faceless individual, foisted 
upon a company which does not want 
him. If he goes into the plan he gets 
only statutory limits when he may have 
carried as much as $100,000/$200,000_ in 
his previous carrier. Bear in mind that 
this driver may have a perfectly clean 
record. Is it fair to him that he should 
be placed in the Assigned Risk Plan?” 
In fairness to the companies Mr. Boh- 
linger commended them on their action 
in eliminating the surcharge on “clean” 
risks in the ARP. 

Before closing the Superintendent 
showed an understanding of the compa- 
nies’ predicament when he said: “No 
company can be expected to write busi- 
ness at a loss for an indefinite period. 
It is also appreciated that management 
is responsible to stockholders. But do 
we solve the problem by running away 
from it?” 

Commenting further on “clean” risks 
in the Assigned Risk Plan Mr. Boh- 
linger said he did not expect that they 
would be entitled to whatever limits 
the insured wanted. But he asked why 
such a risk could not be underwritten 
in the normal way. The only answer he 
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has been able to get on this question is 
that the company which takes a “face- 


” 


less” risk has no knowledge of the pre- 
vious experience and therefore is fear- 
ful of the line. His final thought was 
that the companies in their current de- 
liberations on better traffic enforcement, 
high school instruction, periodic inspec- 
tion of cars, etc., should also give thor- 
ough consideration “in the public inter- 
est” to their attitude on automobile 
business. 


American Surety’s Big Bonds 

A performance bond of $6,742,000 and 
a payment bond of $2,500,000 guarantee- 
ing the completion of a $13,484,000 con- 
tract awarded by the Corps of Engi- 
neers, U. S. Army, Chicago, to Lieb 
3ros., Inec., general contractors of 
Newark N. J., for construction of addi- 
tional facilities at Scott Field, Belle- 
ville, Ill, have been filed by American 
Surety and others. 

The bonds were handled by Clason & 
Lee, Inc., of Brooklyn, through the 
Brooklyn branch office of American 
Surety. Twelve bonding companies un- 
der American Surety sponsorship un- 
derwrite the bonds involving a premium 
of $97,412. 


Legg on Traffic Safety Post 


Dr. George Schwartz of the ‘Citizens’ 
Traffic Safety Conference announces 
selection of Harry F. Legg as executive 
secretary of the conference. 

Mr. Legg is the insurance section 
chairman of the New York Board of 
Trade, and has an insurance background 
of over 30 years in New York City. 
The facilities of his office on the fourth 
floor of 291 Broadway will enable the 
conference, which is composed of more 
than 60 municipal and civic organiza- 
tions, to carry on a progressive pro- 
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Excess of Loss and Reinsurance Panel 


in his presidential address, saying that 
action should be taken by the companies 
originating the business and not 
reinsurance companies. At the panel ses- 
sion, Mr. Hays said he felt that cooper- 
ation is needed and that he would ap- 
point 
situation. He expressed the hope that 
the reinsurers would appoint a similar 
committee and that other company or- 
ganizations would cooperate. Mr. Cath- 
cart said he could promise the coopera- 
tion of the reinsurers. 


One of the most interesting sessions 
of the Chicago meeting of the National 
Association of Independent Insurers was 
the panel discussion on excess losses and 
the reinsurance picture. Although varied 
opinions were expressed, it was the con- 
census that there is urgent need for 
action in raising rates on automobile 
bodily injury excess limits. Following 
were the members of the panel: 

J. A. Cathcart, General Reinsurance 
Corp.; F. X. Malley, American Rein- 
surance Co.; M. D. Pier, Excess Insur- 
ance Co. of America; B. H. Henderson, 
Employers Reinsurance Corp.; Edward 
D. Sayer, Peerless Casualty Co., and John 
R. Kitch, Security Mutual Casualty Co. 
Also taking part in the discussion was 
Walter L. Hays, American Fire & Cas- 
ualty, retiring president of association. 

Cathcart on Inflation 

Mr. Cathcart said that inflation is the 
root of the problem and that the rein- 
surance companies cannot continue to 
suffer losses. Although inflation has 
created a problem for direct writers, he 
stated, it jis even more serious for 
reinsurers. For example, he said, on a 
gross of $40,000 with a retention of 
$30,000, the reinsurance loss is $10,000; 
if the gross loss is increased by 25% 
to $50,000, the reinsurance loss is in- 
creased to $20,000, or 100%. 

Members of the panel were asked how 
much they felt the excess limits rates 
should be increased, Mr. Kitch replying 
that it is difficult to know what will be 
adequate, especially if inflation in- 
creases. 

Mr. Henderson said that an increase 
of 100% is needed to take care of the 
loss trend since 1944 but 150% is needed 
in view of 1951 experience. Mr. Malley 
said he would like to see a 100% in- 
crease but would settle for 50%. Mr. 
Pier said that a minimum of 100% is 
needed while Mr. Sayer declared it is 
hard to decide on an exact percentage 
but corrective action is needed. Mr. 
Malley took the position that the pri- 
mary companies have the responsibility 
of securing such an increase. 

Would Not Be Adequate 

Mr. Cathcart said that although he 
might be satisfied with 50% increase 
now, it would not be adequate in the 
future and that a higher percentage 
increase should be secured so that it 
would not be necessary to bring up the 
matter again next year. 

There was considerable discussion as 
responsibility for action, whether it be- 
longs to the reinsurers or the direct 
writers. The reinsurers are not subject 
to rating supervision so that they can 
change rates any time they wish. Con- 
sequently, they feel that it is up to the 
direct writers to secure adequate rates, 
although they will be invited to cooper- 
ate. One of the problems involved is 
that available statistics are not adequate. 

Supervisors Would Be Sympathetic 

Questions were raised over the attitude 
of the Insurance Departments and How- 
ard E. Gates, chief of the rating bureau 
of the Maryland Insurance Department, 
said he felt that the supervisory authori- 
ties would be sympathetic to the problem 
as they are motivated by the need of 
keeping the insurance companies solvent. 

Mr. Hays had introduced the subject 





F. & D. ON BIG DAM BOND 

At a bid price of $5,873,781.89 the 
U. S. Army engineers have awarded a 
contract to Macco Corp., Morrison- 
Knudsen Co. and River Construction 
Co. as joint venturers for the con- 
struction of the Isabella Dam. Fidelity 
& Deposit originated the bond on the 
work and is executing it with four co- 
insurors. 


D. A. ROSSI DEAD 

Domenico A. Rossi, 54, manager of 
the Utica Life and Accident in Utica, 
Y., for many years, died recently 
after a brief illness. He went to Utica 
in 1904 and for 14 years was associated 
with the Metropolitan Life. He had been 

with Unity Life for the past 15 years. 





. 
Mooney’s Memory Honored 
The William L. Mooney Auditorium, 
named in memory of the former vice 
president of the Aetna Casualty & 
Surety Co. and the Aetna Life Insur- 
ance Co., was dedicated this month at 
the Southbury, Conn., Training School. 
Morgan B. Brainard, president of the 
Aetna Life Affiliated Cos., was the prin- 
cipal speaker at the exercises. 

Mr. Mooney, who died in 1948, took 
an active part in social welfare work and 
succeeded Mr. Brainard as a trustee of 
the school, which cares for mentally de- 
fective children. 
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EDUCATORS MUTUAL EXPANDS 





La ter, Pa. Company Has New 
to H. ©. in Which Seccessfal Senn” 
School Was Recently Held 

Educators Mutual of Lancaster, Pa 
has recently enlarged its home office by 
the addition of an annex, located to the 
rear of the main building. This expan- 
sion, the fourth since 1947, was made 
necessary because of the company’s rapid 
expansion and consequent need of addi- 
tional personnel. The annex houses the 
Educators’ advertising and printing de- 
partments, main stock room and a large 
conference room. 

It was in the new conference room 
that the Educators held a five-day sales 
school on “Selling Intangibles” several 
weeks ago which was attended by lead- 
ing producers of the company. The 
agenda included a breakdown of agents’ 
problems; analysis of the mental, physi- 
cal and _ psychological aspects of selling; 
successful methods of prospecting; time 
allotment and the “magic words” of ad- 
vertising. Those attending participated 
in individual and unrehearsed sales dem- 
onstrations and group discussions. 

Instructors were W. F. Mitchell, San 
Francisco sales specialist, and Wesley 
J. A. Jones, who at the time was prepar- 
ing to join the Mutual Life of New York 
as director of accident and_ sickness 
sales. Closing feature of the sales school 
was a showing of the film dramatizing 
the Frank Bettger Story. President J. 
Laurence Strickler and Vice President 
A. W. Adee of the Educators were the 
hosts and introduced the sneakers. 

Among those in attendance were Les- 
ter Felker, Manheim, Pa.; Luther Stros- 
nider, Huntington, W. Va.; Charles Vat- 
ter, Lancaster; Gordon Simonson, Scran- 
ton; James Penton, Lancaster; Walter 
Whalen, Baltimore; Donald Boyer, Pitts- 
burgh; Earl Snyder, Lorain, Ohio; 
Charles Thomas, Lancaster; Bart Rei- 
chart, Bloomsburg, Pa.; W. F. Mitchell, 
San Francisco; Theodore Ackalusky, 
Pottsville, Pa.; Joseph Grubb, Philadel- 
phia; Jay Casner, Baltimore; Nelson 
Ressler, Lancaster, and Wilbert Wieand, 
Allentown. 


EXPECT CANADA RATE RISE 





Insurance Officials Say Auto Rates for 
Drivers Under 25 May Jump Next 
Year in Toronto 
Car owners whose automobiles are 
driven by persons under 25 years of 
age can expect a jump of 25% in public 
liability and property damage premiums 
next year, insurance officials said at 

Toronto, Canada. 

The officials said that premiums for 
preferred and business automobile insur- 
ance will probably be increased slightly. 

The boosts were attributed principally 
to increases in accident damage in cases 
where youthful drivers were involved. 
Other factors included higher repair 
costs and higher indemnities awarded 
by courts. 


To Hold Exam. for Chief 


Actuary, N. Y. Department 

The New York State Civil Service 
Commission will hold an examination af- 
ter December 1, 1951, for the post of 
chief casualty actuary in the rating bu- 
reau of the New York City office of the 
State Insurance Department. Starting 
salary is $10,174. 

Minimum qualifications for the posi- 
tion are five years of high level casualty 
actuarial experience and successful com- 
pletion of seven examinations of the 
Casualty Actuarial Society. 

Final date for filing applications is De- 
cember 1, 1951. No written test will be 
held; candidates will be rated on their 
training and experience. Announcements 
and applications will be mailed individ- 
ually to all fellows and associates of the 
Casualty Actuarial Society. This data 
can also be secured from the Insurance 
Department or the Department of Civil 
Service, Albany, N. Y. 
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A. & H. Production Like Baseball 
Thrives on Singles and Home Runs 


By Epmunp A. SMITH 
A. & H. Superintendent, New York Branch Office, Loyalty Group 


Having pounded the pavements for many months in search of accident and health 
business from insurance brokers and agents, the author of the following article writes 
from first hand knowledge of the production possibilities in the Greater New York area. 
He is convinced that producers are now evidencing more interest in the A. & H. lines 
and that competition will become increasingly keener with the advent of the larger life 
companies in the field. Mr. Smith, a past pres'dent of the Accident & Health Club of 


New York, ts also an instructor on A, & 
of Insurance. 


In January, 1951, a company man re- 
sponsible for A. & H. production ,had 
sufficient reasons to be deeply concerned 
about business prospects for the new 
year. One could find little solace in re- 
calling Lord Byron’s “Heaven and 
Earth” in which he stated: “I feel a 
thousand fears which are not ominous 
of right.” If written this year, a more 
appropriate title would have been, 
“Heaven, Earth and Hell.” With blood 
being spilled in Korea, the cold war in 
Europe and inflation at home, business 
prospects for 1951, with the exception of 
defense contracts, did not seem promis- 
ing for accident and health business. 

Despite the prevailing gloom, there did 
appear a ray of light. Old established 
companies servicing a different type of 
insurance were ee their inten- 
tions to enter the A. & H. field. Perhaps 
history was teaching us a lesson. One 
century ago Macaulay in his “History of 
England” said: “Those who compare 
the age in which their lot has fallen 
with a golden age which exists only in 
imagination, may talk of degeneracy and 
decay; but no man who is correctly in- 
formed as to the past, will be disposed 
to take a morose or desponding view of 
the present.” What more of an inspira- 
tion could a salesman ask. 

The immediate problem concerned it- 
self with the means of getting produc- 
tion. Two years had been spent on the 
sidewalks of New York and throughout 
the metropolitan area in missionary 
work, Districts and streets were segre- 
gated into territories, and index cards 
prepared with room numbers to save 
time. My former teacher, Arthur L. Sul- 
livan, general agent, Fidelity Mutual 
Life, had a system which was adopted: 
Start on the top floor of a_ building 
where calls are to be made, and walk 
down the stairs to each floor to save 
time. In addition, sales letters were sent 
out to get acquainted, proposals and 
A. & H. kits were mailed in quantity. 
Operational footwork was firmly estab- 
lished. 

Why all this activity with an office 
staff to sunervise, and the responsibility 
for underwriting? The answer is simple. 
All these activities depend upon sales, 
and with a good staff to handle details 
and the prover allocation of time, the 
more profitable end is in the develop- 
ment of the business. 

This information is not unusual. Large 
companies with ample mannower oper- 
ate in a similar procedure, but in my 
office one man handles these operations 
in addition to the supervision of a good 
volume of group and franchise business. 

Spring Brought Increase in Business 
With the coming of spring this year 
new business increased over last year. 
Agents and brokers were being serviced, 
proposals promptly completed and as- 
sistance given in closing sales, such as 
business A. & H. insurance. These men 
like the same attention as they endeavor 
to give to their personal clients. Even 
when absent from their office, a business 
card with a little note of greeting written 





. subjects in the Insurance Society's 


School 


is a remembrance that you stand ready 
to offer service. For it is this service 
and the efficient manner in which our 
claim men in New York dispose of claims 
that enhance a firm’s reputation. 

Of course, an individual learns to se- 
lect his brokers and agents. A_ very 
small number are chronic complainers 
demanding why a specialty for $10 is 
not being issued by the company, why 
record cards are not made in a certain 
size and why you are not at your desk 
at a given time to take a call. My advice 
is to get rid of them. This type is al- 
Ways more interested in furnishing ex- 
cuses instead of applications. Doctors 
are familiar with the type of hypochon- 
driac going from one professional office 
to another to receive harmless sugar- 
coated pills. Basic A. & H., such as 
death, dismemberment, weekly income 


(Continued on Page 40) 


W. L. Kick President 
New York A. & H. Club 


ELECTED AT ANNUAL MEETING 


Club’s Christmas Party Will Be Held 
Dec. 13 at Hotel Capitol; Other 
Officers Elected 


William L. Kick, Fireman’s Fund In- 
demnity, is the newly elected president 
of the Accident & Health Club of New 
York, succeeding Kenneth R. Thompson, 
Century Indemnity. Mr. Kick was voted 
into office at the club’s annual meeting 
November 7 along with the following: 
Arnold W. Danckwerth, Mutual Benefit 
H. & A., first vice president; Louis A. 
Orsini, Bureau of Accident & Health 
U nderwriters, second vice president; 
Frederick E. Boes, Metropolitan Life, 
third vice president; Alexander Naggie, 
Retail Credit Co., treasurer; James W. 

Moran, Ocean Accident, assistant treas- 
urer; Ronald H. Duncan, Phoenix In- 
demnity, secretary, and Clarence E. 
Adams, Connecticut General Life, as- 
sistant secretary. 

The following were elected to the ex- 
ecutive committee from the floor: Harold 
M. George, United States F. & G.; Fred 
3umby of W. L. Perrin & Son, Inc., and 
Charles W. Francis, Service Review, Inc., 
who has served as the club’s vice presi- 
dent on arrangements during the past 
year. 

Mr. Francis will be in charge of the 
Christmas party which is scheduled for 
Thursday evening December 13, in the 
Carnival Room of Hotel Capitol, New 
York. The tickets will be $7.50 for each 
member and guest with seating by order 
of reservation. A fine dinner and floor 
show is promised. 

President Kick’s Career 

Mr. Kick is now finishing a year as 
president of the Insurance Square Club 
of New York. He is one of the best 


(Continued on Page 40) 

















MORE THAN Sgmirrion 


DOLLARS PAID IN BENEFITS 
IN 1950 ALONE 


That's the total paid in a single 
year to Mutual of Omaha policy- 
owners who were sick, iniured, or 
hospitalized . . . and to their fami- 
lies. It was an average of over 
$149,000 a day for every one of 
the 365 days in 1950. 


Today more than 2!/, million pol- 
icyowners have that peace of mind 
that comes from providing for 
their own protection in the Ameri- 
can way, with a low cost Mutual 
of Omaha policy. 


MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION, OMAHA, NEBRASKA 











H. & A. Conference Holds 
Underwriting Forum 


HARRIS ON CATASTROPHE FIELD 





Commissioner Sullivan Advocates Public 
Relations Program Stemming From 
Company Home Offices 





“New Horizons in Accident & 
Health Underwriting” forum was spon- 
sored by the underwriting committee of 
the Health & Accident Underwriting 
Conference in Chicago, November 7. 
Frank Sullivan, Kansas, president Na- 
tional Association of Insurance Commis- 
sioners, expressed appreciation of the 
cooperation rendered by the conference 
as an organization. He advocated a pub- 
lic relation program stemming from the 
home offices. “The underwriting depart- 
ments can do much in this regard by 
making every attempt to enable policy 
holders to understand their contracts,” 
he said. 

J. M. Wickman, manager Mutual Life 
of New York, head of the underwriting 
committee, presided. Mr. Wickman’s re- 
marks were reviewed in this paper last 
week. J. T. Helverson, Washington Na- 
tional, said that the manual committee 
expects to have a revision ready by next 
May. J. J. Cuistion, Woodmen Accident, 
reported that the underwriting report 
service has been popular. C. D. Scott, 
Great American Reserve, reviewed the 
work being done by the special risks 
subcommittee. 

Harris on Catastrophe Field 

Underwriting problems in the individ 
ual accident and health catastrophic field 
were reviewed by David H. Harris, 
Equitable Society. 

Dr. John E. Boland, medical director 
for several Chicago companies, said that 
more progress has been made in the 
medical field in the last 10 years than in 
the preceding 50. He discussed various 
types of new drugs and told of the pos- 
sibilities and results of their use. He 
said that in some fields, persons afflicted 
with certain ailments can now be ac- 
ceptable risks if they use the new treat- 
ments under doctors’ care. There were 
several interesting panel discussions. 


Columbian National Has 
Dependent Accident Plan 


Second Vice President Christopher F. 
Lee of the Columbian National Life of 
Boston, announces the addition of de- 
pendency accident medical expense bene- 
fits to individual accident policies. 

This benefit, he says, may be added 
by rider to existing accident policies with 
the medical expense features. Blanket 
expense is provided up to $1,000, $1,500 
and $2,000, and may be added for wife 
only, for wife and children, or for 
children only. Children are covered to 
18th birthday. 

Hospital confinement is not required 
for benefits under this optional coverage. 
It covers doctor, surgeon, nurse, X-ray 
and hospital expense, and may be used 
as a supplement to Associated Hospital 
or other accident expense protection. The 
premium for the first $1,000 of blanket 
expense is $13.15; $1,500, $15.65 and 
$2,000, $18.15. 


Sterling of Chicago 
Promotes S. J. Edelman 


Sterling Insurance Co. of Chicago has 
appointed Sherman J. Edelman as as- 
sistant secretary. Mr. Edelman has just 
returned from further service as a senior 
lieutenant in the Navy. He saw sev- 
eral months’ action in Korea and sea 
service elsewhere. 

Mr. Edelman joined Sterling in No- 
vember, 1947, while still a law student. 
He attended Illinois and De Paul Uni- 
versities, graduating from De Paul and 
being admitted to the bar in Illinois 
in 


In addition to his post of assistant 
secretary he is assistant to Executive 
Vice President John H. Lumley and also 
serves as legal counsel. 
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Mass. Bonding Terminates Libel 
Policies of Four Radio Networks 


The Massachusetts Bonding has ter- 
minated its contract with four major 
radio and television networks for insur- 
ance covering libel and other forms of 
broadcasting risks. The story on this 
cancellation “broke” in the “Chicago 
Tribune” of November 11 and the in- 
formation has been confirmed at the 
New York office of the company. Ac- 
cording to John P. Coffay, Jr., resident 
vice president and manager of that 
branch, the termination was due chiefly 
to the expense of hi indling this type of 
business in addition to the possibility of 
excessive jury verdicts. 

However, it was pointed out that the 
Massachusetts Bonding, which is one 
of the largest insurers operating in the 
field of radio and television broadcasting, 
will continue to provide insurance of this 
kind for individuals, individual programs, 
and for advertising agencies that put 
programs on the air. 

Broadcasting companies involved in 
Massachusetts Bonding’s termination 
order are National Broadcasting, Mutual 
Broadcasting, American Broadcasting 


and the Columbia system. The contracts 
with the first three named expired 
October 25 but the Columbia contract 
runs until December 25. 

Background facts in the situation were 
given in the “Chicago Tribune” article 
by Cecil Davis of Hagedorn & Co., New 
York insurance brokers who, up until 
recently, was exclusive agent for Massa- 
chusetts 3onding on broadcasting risk 
business. Mr. Davis, it is learned, con- 
tinues to represent the company but not 
as exclusive agent. ‘ 

It is also learned that the NBC, MBS 
and ABC contracts were accepted on 
binder by a large midwestern company 
following Massachusetts Bonding’s can- 
cellation, but only until November 10. 
Reportedly, an effort is now being made 
to get the necessary coverage in the 
foreign market from London Lloyd’s. 


OBSERVES 30TH ANNIVERSARY 

Executive Vice President G. Frias 
Beltran of the Unity Mutual Life & 
Accident of Los Angeles is celebrating 
his 30th anniversary with the company. 








—but the year ’round? 


OUR FIFTIETH YEAR 








rod 99 
THE Fall SEASON 
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Right outside the front door of almost every city or suburban 
home is something that becomes a dangerous liability hazard 
in cold weather . . . the sidewalk. In most states, pedestrian 
falls on icy or snow covered pavements will cause an epidemic 
of damage suits this winter. It happens every year, frequently 
to families who are uninsured. At only $13.50 a year, will 


a $50,000 Comprehensive Personal Liability Policy protect 
every one of your clients—not only during the “fall” season 


Hemerican Casualty Company 
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Merit Rating Plan Held Not 
Feasible in Virginia 

A merit plan which would reward safe 
automobile drivers with lower liability 
insurance rates is “not feasible” in Vir- 
ginia, the Virginia State Corporation 
Commission has been told. 

In a brief hearing on November 7 the 
National Bureau of Casualty Underwrit- 
ers and the Mutual Insurance Rating 
Bureau cited 20 reasons why such a 
plan cannot practically be put into effect. 

The commission ordered the two rat- 
ing organizations last June to prepare 
an “adequate, just and reasonable merit 
rating plan . . . designed to establish a 
rate differential between insureds in- 
volved in accidents and insureds not so 
involved.” The proposal was to have 
been submitted by December 1. 

Most of the objections set out by the 
bureaus on November 7 were in the na- 
ture of “administration and rating diffi- 
culties.” It was pointed out that records 
of accidents involving damz iges of less 
than $50 are not available in Virginia, 
and that records of out-of-state acci- 
dents in which Virginians are involved 
are virtually unobtainable. 

In addition, the bureaus said, there 
would be a delay in reporting accidents 
if drivers knew their insurance rates 
would be increased, and fewer drivers 
would be willing to settle cases out of 
court. After studying the reasons, the 
commission agreed, but asked that re- 
newed efforts be made to formulate such 
a system. 

The commission was asked to erase 
the merit plan from the automobile in- 
surance rates fixed last June. The re- 
quest was taken under advisement. At 
the same time the National Bureau and 
the Mutual Rating Bureau were asked 
to continue their efforts to formulate 
such a merit rating system. 


Comp. Rates in Missouri To 
Be Increased by 5.1% 


C. Lawrence Leggett, Missouri Super- 
intendent of Insurance, has approved a 
general revision in workmen’s compensa- 
tion insurance rates in that state, effec- 
tive December 1, 1951, on new and re- 
newal business. The revision represents 
an average increase of 5.1% over the 
existing rate level “to reflect the re- 
cently enacted increased benefits provi- 
sions of the Missouri workmen’s com- 
pensation law.” 

Mr. Leggett disallowed a proposed in- 
crease of 1.0 points for profit and con- 
— as well as a proposal to apply 

$10 expense constant charge to in- 
esse whose premium develops less than 
$500 at approval premium rates. 


TAX INCREASE SOUGHT IN MASS. 

A proposal that the tax on Massachu- 
setts domestic insurance on casualty 
business be increased from 1 to 2%, the 
amount now imposed on foreign insur- 
ance companies, is one of a number of 
revenue recommendations filed Novem- 
“ 6 by State Tax Commissioner Henry 

Long for consideration by the Massa- 
ene Legislature next year. 


W. L. Kick President 


(Continued from Page 39) 


accident and health managers in 
New York, having spent his entire insur- 
ance career—dating back to 1913—in this 
field. He started with the Maryland 
Casualty. 

Active for many years in the Accident 
& Health Club of New York, Mr. Kick 
previously served as vice president and 
sales congress chairman in 1941 and as 
legislative chairman. He is a past master 
of Hill Grove Lodge No. 540, F. & A. M,, 
Brooklyn, and past president of the 
Teaneck, N. J., Board of Education on 
which he served for 12 years. Mr. Kick 
is also a member of the 71st Regiment’s 
Veterans Association and saw service on 
the Mexican border in 1915 with that 
regiment. 





Liberal, Flexible Plans 
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INDUSTRIAL GROUPS 


Operating in Pa., Ohio, Del., Maryland, 
W. Va.,N.C., Fla. and Washington, D.C. 


Educators 


MUTUAL INSURANCE COMPANY 
LANCASTER, PA 








Edmund A. Smith Article 
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and medical reimbursement is my stock 
in trade, and the basic need will always 
remain. 

Business Is Like Baseball 

New York City is a highly competitive 
town, and with more companies entering 
the field, competition will be keener. 
This will be beneficial to our business. 
With operation footwork firmly estab- 
‘ished for old clients and new blood be- 
ing brought into our business, I am going 
to maintain the optimism which is char- 
ecteristic of a salesman. 

Business is very much like baseball in 
playing the percentages. Some 400 agents 
and brokers are serviced bv our depart- 
ment. We have about 35 long ball hit- 
ters. These key men are seen every 
month unless additional service is asked 
for, and they are the producers who keep 
an average flow of business coming in. 
However, the others are followed up as 
time permits. A new line here and there 
are the singles which bring in the runs. 

As of this writing one broker of ours 
who produced an occasional hit during 
the year has thoroughly canvassed a 
school and brought in with checks a 
large number of applications on an in- 
dividual selective basis to provide medi- 
cal reimbursement for accidents. This 
represents premiums in excess of $1,500. 
Thus, vou can well annreciate that while 
the home runs are important to maintain 
a steady flow of new business, the singles 
are responsible for added runs in excess 
of 40% this year over the first eight 
months of 1950. 


M. J. Gimber Councilman 
In Peapack-Gladstone 


Milton J. Gimber, associate manager 
in the Newark branch office of Fidelity 
& Deposit Co., has been elected council- 
man in the Borough of Peapack-Glad- 
stone, N. J. His civic activities there in- 
clude boy scout work, chairman of the 
local Auxiliary Police, president of local 
Kiwanis Club, chairman of advisory 
planning board for. the borough. In 
church work he is an elder and Sunday 
School superintendent in the Peapack 
Reformed Church. 


Mr. Gimber is equally active in New 


Jersey bonding circles. 
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T. Y. Beams Honored 
On 40th Anniversary 


| INDEMNITY co. 





WITH ROYAL 


Company’s V. P. Pienesed With Gift of 
Luggage and Felicitations; 45 Years 
in Casualty Business 





T. Y. Beams, vice president of the 
Royal Indemnity and widely known for 
his knowledge of liability and compensa- 
tion insurance, was guest of honor 
November 9 at a luncheon in the officer’s 
dining room of the Royal- Liverpool 
Group on the occasion of his 40th arni- 


a 2 





T. Y. BEAMS 
versary with the organization. Joining 
in the felicitations to Mr. Beams on 
that occasion was Harold C. Conick, 
general attorney and United States 


manager of the Royal-Liverpool Group. 

On behalf of those attending Clarke 
Smith, deputy United States manager, 
presented Mr. Beams with a set of lug- 
gage which was appreciatively received. 
The table was adorned with an anni- 
versary birthday cakes and appropriate 
floral decorations. The honored guest 
also received flower bouquets. 

Mr. Beams is also observing this year 
his 45th anniversary in the casualty in- 
surance business. His career began in 
1906 as a clerk in the Ocean Accident, 
but soon thereafter he was advanced to 
the liability underwriting department. 
There he remained until 1911 when he 
resigned to join the Royal Indemnity 
which commenced business in February 
of that year. It will thus be seen that 
Mr. Beams has been a factor from the 
company’s earliest days and has done 
much to give Royal Indemnity the high 
standing that it enjoys today. 

For 14 years Mr. Beams served Royal 
Indemnity and Eagle Indemnity as su- 
perintendent of the home office liability 
department. Official recognition came to 
him in the fall of 1936 when he was 
promoted to be vice president of both 
companies. At a luncheon given in 
November of that year in honor of his 
25th anniversary Frank J. O'Neill, then 
president and now retired, praised his 
loyalty and demonstrated ability. 


Elects New Officers 


The Surety Underwriters Association 
ot Southern California at its annual 
meeting elected the following officers 
and executive committeemen: 

President, W. C. Phillips, 





Travelers 


Indemnity; vice president, P. J. Gau- 
thier, Founders Insurance Co.; secre- 
tary-treasurer, A. H. Brunet, Maryland 
Casualty. 

Executive committee: W. C. Phillips; 
P. J. Gauthier: A: H. Brimet; H. 'S. 
Vreeland (retiring president), Ameri- 
can Associated Cos.; L. D. Jenson, 
Fidelity & Deposit; A. L. Blackburn, 


Hartford Accident & Indemnity; C. J. 
seatty, Fidelity & Casualty. 


Crichton Approves Auto 
Rate Changes for W. Va. 


Robert A. Crichton, West Virginia In- 
surance Commissioner, has approved an 
18% increase in private passenger auto- 
mobile liability rates for property dam- 
age insurance and a 714% increase in 
liability rates 
The 


commercial automobile 
for property damage 
new rates apply to all policies written 
in the state on or after November 19, 


insurance. 


1951, for those companies who are mem- 
bers of the National Bureau of Casu- 
alty Underwriters. 


In June the Commissioner rejected 


a similar filing by the National Bureau 
of Casualty Underwriters. The original 
request in June was for an increase of 
25% for the property damage liability 
rate and 7.1% for bodily injury liability 
rates. This filing was rejected by Com- 
missioner Crichton on the grounds that 
sufficient evidence was not shown that 
the automobile experience in West 
Virginia warranted such an_ increase. 
The proposed increase at that time was 
primarily based upon nationwide ex- 
perience which proved unacceptable to 
the West Virginia Insurance Denart- 


ment as a basis for increasing West 
Virginia rates. 
The present filing for an 18% in- 


crease is based solely upon the experi- 





FILES COMP. BILL IN MASS. 

A bill to extend Massachusetts work- 
men’s compensation insurance to farm 
workers and domestic servants was filed 
November 7 by the State Industrial Ac- 
cident Board for consideration by the 
1952 Massachusetts legislature. 

Another bill, recommended by the 
board, would prevent injured workers 
from receiving unemployment compensa- 
tion benefits at the same time they are 
receiving workmen’s compensation bene- 
fits. 





ence of insurance companies in West 
Virginia, and as stated by Commissioner 
Crichton, “this is wholly. acceptable 
under the provisions of our laws.” 









GIANT 
amidst his scale-models, the city 
planning engineer blends 

utility with beauty to create the pattern 
of civic improvement. Modeling 


a better Tomorrow is his specialty, 
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Fe ® § ability to act swiftly and authoritatively in connection 
with any bonding proposition and the close-at-hand facilities 


of its 50 field offices are highly valuable assets to its agents. 


Together they enable FaD representatives to meet the bonding 


requirements of their clients with professional competence, 


no matter how limited their own surety experience may be. 


Especially important to F«D agents is the frequently- 
demonstrated ability of the company’s experts to devise ways and 
means of covering out-of-the-ordinary bonding risks, thereby 
creating worthwhile commissions for the producers involved, 


as well as strengthening their relations with their clients. 


Yes, in the bonding business, as in other fields of endeavor, 


specialization means better service to all concerned. 


(i quam FIDELITY AND SURETY BONDS 


= 
RS at 





Nami enubaas Serres 


BURGLARY, AND OTHER NEEDED 
FORMS OF INSURANCE 


PO SIT COMPANY 
’ Maryland 


AFFILIATE: AMERICAN BONDING COMPANY OF BALTIMORE 
























Page 42 





November 16, 1951 








T. 0. Carlson's Paper 


(Continued from Page 37) 


company administrative costs of han- 
dling many of the larger risks, and at 
the same time, would produce at least 
as equitable, if not more equitable, rates 
than the rating structure as it exists to- 
day. . . . Such an extension of the in- 
dividual risk rating system would sup- 
plement present procedures in a manner 
which would make the insurance rate 
determination more adaptable to indi- 
vidual risk situations and would fill a 
gap that clearly exists today in the 
servicing of risk requirements.” 
Traces History of Regulation 

In the first section of his paper the 
author points to the significance of the 
fact that workmen’s compensation is a 
casualty line, and traces the consequent 
effect upon regulatory developments ap- 
plicable to other lines. He then gives 
the history of regulation from the in- 
troduction of workmen’s compensation 
insurance and the early more general 
regulatory laws in Oklahoma, Washing- 
ton and New York, down to the SEUA 
decision of the U. S. Supreme Court 
that “insurance is commerce.” 

In section II Mr. Carlson sets forth 
the story of post-SEUA legislation, giv- 
ing a detailed analysis of those provi- 
sions of particular interest to the ac- 
tuarial profession in the model bill de- 
veloped by the All-Industry Committee 
in 1945-46 in cooperation with the In- 
surance Commissioners’ committee on 
rates and rating organizations. This 
analysis goes into a number of con- 
troversial points, most important. of 
which is probably the question of what 
constitutes proper and adequate infor- 
mation in support of a filing. 

Statistical Plans 

Section III is devoted to a _ review 
of the principles underlying the ap- 
proach of the National Bureau of Casu- 
alty Underwriters and the Mutual Rat- 
ing Bureau on the one hand, and the 
National Association of Independent 
Insurers on the other, to compliance 
with the various state legislative provi- 
sions for the recording and reporting 
of statistics. Mr. Carlson points out 
the dangers of the idea of a double 
standard applicable to rating organiza- 
tions as compared with independent fil- 
ers, but at the same time presents the 
arguments on both sides. Furthermore, 
he pays tribute to what the NAII has 
thus far accomplished among the in- 
dependent carriers. There is the sug- 
gestion that the two systems are grad- 
ually drawing together 

A separate and complete review is 
given of the far-reaching allocated claim 
expense controversy, and it is noted 
that the National Bureau has adopted 
a procedure which was endorsed by 
the All-Industry Committee on that 
matter, providing for the reported 
losses and allocated claim expenses to 
be extended to include _ unallocated 
claim expenses so that the “permis- 
sible loss ratio” in the future will in- 
clude total claim expenses. 

Judgment and Flexibility 

In regard to judgment and flexibility, 
Mr. Carlson says: “In the final analy- 
sis it must be re-emphasized that the 
determination of rates is not an auto- 
matic process but that judgment en- 
ters that determination at every step 
of the way, whether the rates be es- 
tablished on the basis of a formula or 
whether they be established as a direct 
result of judgment considerations. Any 
filer operating in a number of states 
certainly must have regard to examina- 
tion by the National Association of In- 
surance Commissioners and must there- 
fore develop procedures which can 
stand the test of such examination, par- 
ticularly with reference to _ possible 


charges of unfairly discriminatory treat- 
ment of one state as compared with 
another. The rate regulatory laws are 
founded upon the premise that compe- 
tition is to be preserved in the insur- 
ance business and as long as that prem- 





ise prevails it is equally important to 
preserve flexibility in the rate making 
procedures.” 

The first five sections of the Carlson 
paper are largely historical. In the sixth, 
“Summary and Prospectus,” the author 
brings together his ideas as respects 
favorable and unfavorable  develop- 
ments. He points out that a more un- 
favorable time for the change could not 
have been selected, with industry 
emerging from a wartime period with- 
out significant statistics, with economic 
conditions unsettled and an inflationary 
spiral setting in, and with a tremendous 


expansion of writings just ahead. 


Favorable and Unfavorable Devel- 
opments 


Among favorable developments he lists: (1) 
the establishment of greater regularity and 
reasonableness in the reporting and review of 
experience and in the determination of rates; 
(2) emphasis on consistency in rate making 
procedures; (3) stimulation of research, and 
(4) uniform accounting developments. 

Among unfavorable developments mentioned 
are the following: (1) development of too 
conservative rate revision programs; (2) loss 
of income due to delays by state officials in act- 
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PHARAOH realized 
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He stationed a trusted scribe on the roof of ancient Egypt’s royal 
eranary. By tallying each sack emptied into the chamber, this 
scribe recorded the amount of grain delivered as annual tribute. 
His count, checked against the records of the overseers who super- 
vised the filling of the sacks, constituted a primitive control 


against dishonesty. 


In modern business practice, setting up and maintaining adequate 
controls against dishonesty is still a primary responsibility of 
management. Frequent outside audits provide an additional vital 
safeguard. Equally essential is employee bonding in amounts 
proportionate to the company’s operations—to insure reimburse- 
ment in the event of a shortage. All three are needed for an effective 


partnership against dishonesty. 


Our bonding specialists can help you plan your loss prevention 
program. Why not call our agent in your community and have him 


arrange for this service now? 
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ing upon rate submissions; (3) unreasonable 
emphasis upon individual state data where such 
information all too frequently is too sparse to 
be of significance, and (4) too great an em. 
phasis upon statistics and a formula as a yni- 
versal and infallible substitute for informed 
judgment. 

On the first of these developments Mr. 
Carlson points out that a rating organization 
must develop a revision “which, in the first 
place, is based upon the same formula applica. 
tion from state to state and, in the second 
place, has reasonable chances of success before 
the various state supervisory officials. The com- 
bination of these two considerations, taken with 
the chronically ultra-critical or even negative 
attitudes of some state supervisory officials to- 
ward any submission embodying an _ increase 
in rates, has resulted in the development of 
rate revision programs that have been too con- 
servative. 

“There has been too much fear of the ad- 
verse publicity that would be attendant upon 
an over-estimation of an upward trend in the 
experience. More emphasis is needed upon the 
fact that the solvency of the carriers must be 
the paramount consideration in rate regulation. 
The carriers must develop more aggressiveness 
in insisting that any doubt in the appraisal ot 
a rate submission should be resolved in the 
direction of rate adequacy.” 

In closing, Mr. Carlson makes an ap- 
peal for the cooperation of all interests: 
“Regulation is with us, to stay, and only 
a proper appreciation of its impact upon 
all parties, public and private, stock and 
non-stock, organization and independ- 
ent, can produce the reconciliation of 
conflicting interests that will make it 
work effectively and for the good of 
aa 

The society has made available Mr. 
Carlson’s paper in booklet form from 
Richard Fondiller, secretary, 60 John 
Street, New York 38, at $1 per copy. 


CARTER BUILDING SUP’T. 
Toseph V. Carter has been made super- 
intendent of the building maintenance 
division at the home office of the Stand- 
ard Accident Insurance Co. in Detroit. 


(Continued from Page 36) 


the Shrine and of Rotary and is now 
president of the board of trustees of the 
Second Presbyterian Church. Mr. Stone 
has been a resident of Baltimore for 
approximately 10 years. 

Mr. McFadden’s Career 

Mr. McFadden was born in Ashland, 
Pa., in 1886, and is a graduate of the 
Wharton School of Finance and Com- 
merce of the University of Pennsylvania. 
In 1913 he entered the employ of Ameri- 
can Credit as a special agent. He was 
elected president of the company in Sep- 
tember of 1922 and he has successfully 
guided the affairs of that company as 
president for more than 27 years. In 
these years under Mr. McFadden’s guid- 
ance, the surplus to policyholders grew 
from approximately $1,100,000 to more 
than $10,000,000, and the resources went 
from $2,500,000 to more than $14,000,000. 
Mr. McFadden is a director of the Com- 
mercial Credit Co., American Credit In- 
demnity and American Health Insurance 
Corp. He will remain as a director of 
those corporations and chairman of the 
advisory committee of American Credit 
Indemnity. 

Mr. McFadden is well known in Bal- 
timore where he has made his residence 
these last ten years. He was formerly 
president of the American Racing Pigeon 
Union and is owner of Chateaula Dairy 
Farm in Sykesville, Md., where he spe- 
cializes in dairying and breeding of 
registered Guernsey cattle, and in breed- 
ing German Shepherd dogs. 

McCauley’s Career 

Mr. McCauley, graduate of Wharton 
School of the University of Pennsyl- 
vania, has been with American Credit 
Indemnity since 1928. He has served as 
manager of the Maryland, District of 
Columbia and Virginia territory, giving 
fine performance in this capacity. The 
board of directors elected him a di- 
rector in August, 1951. 
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Total Admitted 


Companies Capital Assets 


Firemen's Insurance Company of Newark, N. J. 
Organized 1855 


Organized 1906 


Pittsburgh Underwriters - Keystone Underwriters 


HOME OFFICE 

10 Park Place 
WESTERN DEPARTMENT Newark I, New Jersey 
120 So. LaSalle Street a 
Chicago 3, Illinois py» bc 


4 Standa . 
3 protection 4g 


SOUTHWESTERN DEPARTMENT any inset 
912 Commerce Street 


Dallas 2, Texas 


CANADIAN DEPARTMENTS 
800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver, B. C. 





Sotho 


eR Ae CE 


FINANCIAL STATEMENTS DECEMBER 31, 


The Girard Fire & oe Company 1,000,000. 10,147,710. 

National-Ben onlin = Company 1,000,000. 9,795,730. 
rganized | 

Milwaukee Imarance Company of Milwaukee, Wis. 2,000,000. 26,621,995. 

The Metropolitan Cont gaan Co. of N. Y. 1,500,000. 34,858,112. 

Commercial Conway — Company 1,000,000. 39,807,677. 

Royal General aie Company of Canada 100,000. 425,988. 


1950 
VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 


Liabilities 


6,856,269. 
6,388,425. 
17,269,325. 
26,225,057. 
30,226,458. 


24,127. 


PACIFIC DEPARTMENT 
220 Bush Street 
San Francisco 6, Calif. 


FOREIGN DEPARTMENTS 
102 Maiden Lane 
New York 5, New York 
206 Sansome Street 
San Francisco 4, Calif. 























Surplus to 
(except capital) Policyholders 


$12,625,000. $103,339,366. $59,095,773. $44,243,593. 
3,291,441. 
3,407,305. 
9,352,670. 
8,633,056. 
9,581,219. 


401,861. 


























REINSURANCE is the bedrock 


of safety underlying the insurance industry’s 
contribution to the affairs of men. 


GENERAL REINSURANCE GROUP 


Largest American multiple line market 
dealing exclusively in Reinsurance 


GENERAL REINSURANCE NORTH STAR REINSURANCE 
CORPORATION CORPORATION 
Casualty + Fidelity Fire + Inland Marine 

Surety Ocean Marine 





90 JOHN ST., NEW YORK 38 





























